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By ROBERT B. MITCHELL 


NEW YORK—The New York City 
Life Underwriters Assn. meeting on 
mutual funds and 
life insurance was 
billed as an educa- 
tional session and 
not—repeat not— 
a debate, but at 
some points it 
went even beyond 
a debate and 
seemed more like 
cross-examina - 
tion. But even 
when the needling 
was the sharpest, 
no tempers flared, 
the large and attentive audience ap- 
plauded for the mutual fund men, too, 
and everybody parted good friends. 
/, Apparently the main thing the life 
insurance panelists wanted education 
fon was what definition of adequacy 





Donald F. Barnes 


Packed House At N. Y. City Life Underwriters Assn. 
Rally Learns About Investment Companies—Except How 
Much Insurance They Deem ‘Adequate’ For Share-Buyers 


mutual fund salesmen use in deter- 
mining whether the life insurance his 
prospect owns is “adequate” enough 
to permit him to buy mutual fund 
shares. Nobody got any education on 
this point but it can fairly be said that 
never was a question sidestepped with 
more charm and suavity. 

Michael P. Coyle, agent of Phoenix 
Mutual at New York, one of the two 
life insurance panelists, had been 
outlining what he termed a “simple” 
program of life insurance for a man 
in the $7,500-$10,000 annual income 
range, and pointed out that even such 
a modest program would cost around 
$800 a year out of a possible $1,000 
the man might have available. 


When moderator Donald F. Barnes, 
vice-president of Institute of Life In- 
surance, asked E. B. Burr, executive 
director of National Assn. of Invest- 
ment Companies, one of the mutual 














| IAMA SURVEY: 


Life insurance sales in both the 
United States and Canada will this 
year run 10 to 15% ahead of 1957, in 
the opinion of sales vice-presidents 
who replied to a recent survey of 
LIAMA. In the United States this 
would mean life sales approaching 
$75 billion, with total ownership pass- 
ing the half-trillion mark. 

Substantial gains were predicted 
for both ordinary and group life, as 
well as A&S, but not for industrial 
life insurance sold on a weekly pre- 
mium basis. 

Predictions for sales increases by 
individual companies in both coun- 
tries ranged from five to 40%. 

How do companies plan to accom- 
plish these increases? Ninety-six per- 
cent report they are aiming to swell 
the size of their sales force and at the 
same time try to upgrade each agent’s 
productivity. Three out of four com- 
panies will open one or more new 
agencies, and one out of four, new 
suboffices. 

One out of four companies will en- 
ter new states or provinces during 
1958; one out of five will develop new 
brokerage services or outlets. 
| _More than one-third of the compa- 
: Mies enter the new year with a formal 
Plan for selecting and training man- 
agerial manpower, and another 25% 
intend to join their ranks during the 
year. This was described by LIAMA 
Managing Director Frederic M. Peirce 
as “a most encouraging and signifi- 











cant development.” 


| Agency V-Ps Predict 10 To 15% Sales 
| Rise For ‘58 For $75 Billion Total 


Mr. Peirce also noted that “the com- 
petitive bandwagon will continue to 
roll throughout 1958.” While more 
than 100 LIAMA companies were 
writing a family policy or rider at the 
end of 1957, another 48 companies an- 
nounce their intention to do so during 
the new year. Fourteen more compa- 
nies will issue new special policies, 
several with a $25,000 minimum. 

Twenty-two percent of replying 
companies already grade premiums by 
amount of policy and another 20% 
say they intend to introduce grading 
this year. 

More emphasis on sales promotion 
and advertising is reported by nearly 
all companies. Forty percent are in- 
creasing their promotion budgets; 
while 58% will strive for better re- 
sults with the same budget as last 
year. 

Present volume of advertising in the 
trade press will be maintained or ex- 
panded by 90% of the companies. 

Some advertising in daily and week- 
ly newspapers will be done by seven 
out of ten companies, with 25% of 
these doing more than last year. 

All of these expected life insurance 
gains will be accomplished in a cli- 
mate of general business prosperity, 
according to the great majority of the 
sales officers replying. 

Thirty percent expect business in 
general to be “better than 1957” and 
64% “about the same.” Only 6% fore- 
see a dropoff for the year as a whole. 


Life Agents, Mutual Fund Men Needle 
Each Other But Audience Gets Educated Let Company Tax Go 


fund representatives, about the “ad- 
equacy” definition, Mr. Burr quipped, 
“The man in Mr. Coyle’s example had 
$200 left after paying $800 for life in- 
surance. We’d be glad to take that.” 

As the laughter died away Mr. 
Coyle protested that his example was 
of a “simple” insurance program—not 
an “adequate” one but Mr. Burr’s 
wisecrack had thrown the “adequacy” 
discussion off the track and it never 
got back on. 

The reason for having a session on 
mutual funds, even though compara- 
tively few life agents are also licensed 

(CONTINUED ON PAGE 27) 


Nationwide Wins 
Big Round In Battle 
For Nw Nail. Control 


ST. PAUL—Nationwide Corp. of Co- 
lumbus, has won its fight in the Min- 
nesota supreme court for the right to 
copy or be furnished with a list of pol- 
icyholders of Northwestern National 





As it has for years, Northwestern 
National produced its annual statement 
first of all life companies. The report 
is summarized on page 5. 





Life for the purpose of soliciting prox- 
ies from them. This upholds the find- 
ings of the lower court. 

Nationwide and Northwestern Na- 
tional management have been in a 
legal battle for control of the Minne- 
apolis company for the past year. Na- 
tionwide owns a majority of the stock 
of Northwestern National, but because 
policyholders also have a vote the 
management was able to retain con- 
trol at the annual meeting a year ago. 

Twice Nationwide has asked North- 
western National for a list of policy- 
holders so that it could solicit their 


proxies. Both times the request was 
(CONTINUED ON PAGE 27) 





Treasury Agrees To 


Another Year As Is 


Ways-Means Chairman Will 
Introduce Extension Bill; 
Prompt Passage Predicted 


WASHINGTON—Treasury Secre- 
tary Anderson has written to Chair- 
man Mills of the House ways and 
means committee and Chairman Byrd 
of the Senate finance committee that 
the Treasury is willing to go along 
with an extension of the present in- 
come tax law covering income of life 
companies, to cover the taxable year 
1957. 

American Life Convention and Life 
Insurance Assn. of America have bul- 
letined their members to this effect. 
They were informed by Mr. Mills that 
he will introduce an extension bill 
some time next week and that the 
bill will be considered by the full ways 
and means committee in executive ses- 
sion in the very near future. The asso- 
ciations expect that the bill will be 
reported favorably and passed prompt- 
ly by the House. 

& 

Secretary Anderson’s letter points 
out if some legislative action is not 
taken—either passage of a new law 
or extension of the present one—the 
return to the 1942 basis that would 
otherwise automatically occur “would 
produce some inequitable results.” 

The Treasury department, he said, 
believes it is most desirable that a 
permanent method of taxing life com- 
panies be worked out “and we hope 
to propose in the very near future an 
approach which we believe will be 
reasonable and equitable for the fore- 
seeable future.” 

However, because of the time that 
would be needed for hearings and 
deliberations, Mr. Anderson said it is 
not probable that final legislation 

(CONTINUED ON PAGE 5) 


President 0O. 
Kelley Anderson 
of New England 
Life (right) is 
shown receiving a 
citation from the 
Defense Depart- 
ment for the com- 
pany’s cooperation 
with the armed 
forces reserve pro- 
gram. Taking part 
in the ceremonies 
were (from left) 
Chairman George 
W. Smith of New 
England Life, Maj. 
Gen. John H. Ives, 
commander of the 
first air force, and 
Rear Adm. John 
A. Snackenberg, 


commandant of the first naval district. The award was made for the company’s 
liberal attitude in allowing and encouraging employes to take part in the re- 


serve program. 
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HteNATIONAL UNDERWRITER 


421 Qualify For ‘58 MDRT 
By Dec. 31, Increase Of 8 


The first list of qualifiers for the 
1958 Million Dollar Round Table 
shows that 421 members had quali- 
fied through Dec. 31. This is eight 
more than the previous record year- 
end figure, in 1956 according to Wil- 
liam D. Davidson, associate manager 
for Equitable Society at Chicago and 
chairman of the 1958 Round Table. 

Qualifying and life members totaled 
200 on Dec. 31, exactly the same as a 
year earlier. There are 64 life mem- 
bers as against 67 a year ago. Quali- 
fying-and-life members, first time, 
accounted for 66 members, 10 more 
than a year ago. Qualifying-repeating 
members numbered 54, as against 62 
the previous Dec. 31. First-time quali- 
fiers at the year-end were 37, an in- 
crease of nine. 

Following is the complete list of 
qualifiers through Dec. 31, divided in- 
to the five MDRT categories: 


Qualifying & Life, Repeating 


J. F. Albert, Northwestern Mutual, Los An- 
geles; Rudolph Arkin, Massachusetts Mutual, 
Washington, D. C.; J. R. Ashton, New York 
Life, Denver; D. M. Austin, New York Life, 
Enid, Okla.; S. H. Badt, Southwestern Life, 
Dallas: J. E. Bailey, Northwestern Mutual, 
Kansas City: Sam Baum, Guardian Life, Den- 
ver; P. V. Birmingham, Phoenix Mutual, St. 
Paul; E. E. Biscamp, Franklin Life, Beaumont, 
Tex.; Seymour Block, Mutual Benefit Life, 
New York City; Edward Borg, Phoenix Mutu- 
al, New York City; F. W. Bowen, Northwest- 
ern Mutual, Charleston, W. Va.; G. H. Bow- 
man, New York Life, San Francisco; A. P. 
Brastad, New York Life, Minneapolis; C. S. 
Bray, Victory Life, Topeka; F. H. Bray, Mu- 
tual Benefit Life, Houston; H. R. Brewster, 
New England Life, Providence; J. E. Bromley, 
Massachusetts Mutual, Battle Creek, Mich.; R. 
J. Burson, Massachusetts Mutual, Rochester, 
N. Y.; Ewing Carruthers, Massachusetts Mutu- 
al, Memphis. 

R. E. Castelo, Northwestern Mutual, Cham- 
paign, ll.; W. R. Cavanaugh, North American 


Life, Detroit; John Christopher, New York 
Life, Chicago; W. S. Cobb Jr., Connecticut 
Mutual, Boston; W. F. Coe, Penn Mutual, 


Oshkosh, Wis.; I. A. Cohen, Lincoln National, 
Pittsburgh; M. H. Cohen, Equitable Society, 
Philadelphia; R. J. Connant, Northwestern Na- 
tional, Houston; Gordon Coryell, Mutual of 
New York, San Francisco; H. M. Covert Jr., 
Mutual Benefit Life, Allentown, Pa.; Norman 
Cowan, Imperial Life of Canada, Toronto; M. 
P. Coyle, Phoenix Mutual, New York City; 
C. E. P. Crauer, Northwestern Mutual, Pough- 
keepsie, N. Y.; L. S. Dahlman, Prudential, 
New Orleans; W. D. Davidson, Equitable So- 
ciety, Chicago; C. W. Davis, Southwestern 
Life, McAllen, Tex.; J. W. Davis, Volunteer 
State Life, Chattanooga; Victor Deitch, Sun 
Life of Canada, Indianapolis; P. J. Demetros, 
United Life & Accident, Koza, Okinawa; Ar- 
nold Domenitz, New York Life, New York 
City; C. A. Duke Jr., New York Life, Towson, 
Md.; Sol Eisen, Canada Life, Toronto; Fred B. 
Ensminger, independent, Detroit. 

Ben Epstein, Kansas City Life, Houston; H. 
T. Etheridge Jr., Southwestern Life, El Paso; 
F. B. Falkstein, Prudential, Houston; H. L. 
Filene, New England Life, New York City; 
Milton Fischer, independent, San Antonio; 
Louis Fish, Mutual Benefit Life, Joliet, Il; 
K. C. Fitch, New York Life, Wichita, Kan.; 
I. M. Flaster, Security Mutual of Binghamton, 
N. Y., Newark; Tom Flournoy Jr., New York 
Life, Macon, Ga.; W. E. Fox, Union Central 
Life, Chicago; W. W. Frederick, National of 
Vermont, Atlanta; C. H. Fuller, Nerthwestern 
Mutual, Milwaukee; R. G. Fuller, Southwest- 
ern Life, Dallas; J. C. Gage, Continental As- 
surance, Danville, Ill.; G. M. Galt, Massa- 
chusetts Mutual, Pittsfield, Mass.; A. D. Gen- 
tle, New York Life, Ithaca, N. Y.; R. G. Gohn, 
Philadelphia Life, York, Pa.; R. H. Goldsmith, 
Connecticut Mutual, Los Angeles; Maurice 
Goldstein, Mutual Benefit Life, Charleston, 
S. C.; Paul Goodman, New York Life, Los An- 
geles. 

Maury Goosenberg, Massachusetts Mutual, 
Philadelphia; C. K. Gordy, Fidelity Mutual 
Life, New Haven; S. S. Goren, Mutual of 
New York, New York City; I. E. Graham, 
Northwestern Mutual, Chicago; Albert Green- 
house, Mutual Benefit Life, New York City; 
F. R. Griffin Jr., Connecticut Mutual, Phila- 


delphia; L. A. Groth, Penn Mutual, Bethle- 
hem, Pa.; A. L. Hallenberg Jr., Lincoln Na- 
tional, Louisville; D. J. Hannah, Massachu- 
setts Mutual, Springfield, Mass.; L. G. Hardy, 
Imperial Life of Canada, Toronto; R. B. Har- 
dy, Connecticut Mutual, Lima, O.; H. J. Har- 
ris, Great-West Life, Ottawa, Canada; H. R. 
Haynes, New York Life, Sacramento; H. W. 
Hays, Massachusetts Mutual, Rochester, N. Y.; 
S. S. Herman, Connecticut Mutual, Chicago; 
Isidor Hirschfeld, New England Life, New 
York City; Bart Hodges, New York Life, Aus- 
tin, Tex.; E. C. Hoelscher, Northwestern Mu- 
tual, Chicago; C. E. Hoenk, Northwestern Mu- 
tual, South Bend; B. B. Hoffman, Manhattan 
Life, Buffalo; V. D. Hollander, Mutual of New 
York, Miami; R. W. Huether, Franklin Life, St. 
Louis; Rodney Hull, Mutual of Canada, Toron- 
to; M. H. Ingram, Southwestern Life, Dallas. 
G. W. Jackson, Connecticut Mutual, Indian- 
apolis; F. F. Jaeger Jr., Mutual of New York, 
Columbus, O.; E. E. Johnson, American Na- 
tional, Springfield, Mo.; W. B. Johnson, Amer- 
ican National, Springfield, Mo.; Frank M. 
Jones, independent, Birmingham; J. E. Jo- 


sephs, New York Life, Charlotte, N. C.; J. P. 
Joyce, Phoenix Mutual, Holyoke, Mass.; J. N. 
(CONTINUED ON PAGE 14) 


N. Y. C. Is First 
NALU Local To Pass 
3,000-Member Mark 


New York City Assn. of Life Under- 
writers ended 1957 with a record total 
of 3,047 members, up 211, making it 
the first time any local association 
has exceeded the 3,000-member mark, 
according to Harry Phillips III, Penn 
Mutual, membership vice-president. 

The 3,047 members include six non- 
resident affiliate members and 40 
members emeritus. These categories 
receive local affiliation only. 

The 10 top companies in member- 
ship are Metropolitan Life with 486; 
Prudential, 391; New York Life, 297; 
Equitable Society, 163; Penn Mutual, 
125; Mutual Benefit Life, 124; Mutual 
of New York, 120; John Hancock, 112; 
New England Life, 110; and Home 
Life, 85. 

The association covers the five bor- 
oughs of New York City, Nassau and 
Suffolk counties. 








Lester O. Schri- 
ver, managing di- 
rector of National 
Assn. of Life Un- 
derwriters, is 
shown accepting 
an honorary citi- 
zenship certificate 
and key to the city 
from Thomas Del- 
bridge, director of 
civic relations, as 
he steps from the 
plane at Nashville 
airport. James H. 
Widener, district 
manager of Com- 
monwealth Life 


and president of Nashville Assn. of Life Underwriters, looks on. Mr. Schriver 


spoke at the association’s 50th anniversary celebration. A highlight was the 
presentation of a resolution to H. B. Alexander, general agent of Aetna Life, 
oldest active member of the association. 


New, Small Insurers’ Low Stock Prices 
Due To Success In Marketing Policies 


By HOWARD J. BURRIDGE 


Those who follow the ups and 
downs of the prices of life company 
stocks have observed that those éf the 
small companies organized in recent 
years are still selling at low price. 
They are not moving up as is the case 
with most of the prices being bid for 
the stocks of medium size and large 
company stocks. Instead, they are 
selling at, or near, their all-time lows. 
This is an interesting situation and 
there is a good reason for it. 

Within the last five to 10 years most 
of the new life companies have been 
organized in a dozen states. They are, 
Texas, Louisiana, Georgia, Alabama, 
Indiana, Arizona, Florida, Arkansas, 
Illinois, Colorado and North and 
South Carolina. During the last decade 
one or more new companies have 
been organized in almost every state 
in the union, but these 12 states are 
the ones where new life companies 
have come into being in large num- 
bers. There are at least 100 of them 
in Texas and Louisiana alone. 

Generally speaking, they have pros- 
pered surprisingly. They have been 
able to get into production as soon as 


they were licensed. Many of them 
have written credit insurance, which 
has given them a fine start, so far as 
insurance in force is concerned. They 
have not encountered the difficulty in 
selling life insurance that many pre- 
dicted they would, but what has been 
more important to most of them, they 
have been able to sell new issues of 
stock almost whenever they wanted 
to. Now that something of a down- 
turn has come in the economy, they 
find that they cannot float new stock, 
or that they are able to do so much 
more slowly and with greater diffi- 
culty. 

What accounts for the low market 
prices being bid for their stock is that 
they have been so unexpectedly suc- 
cessful and have been able to write a 
good volume of business. They have 
used up their surplus in putting new 
business on the books. It is often said 
that a company has to pay out $1.25 for 
each dollar of new premiums written, 
but many of these newer companies 
have put business on the books at a 
considerably higher price. Until now, 
whenever such a company’s surplus 
became low, a new issue of stock would 

(CONTINUED ON PAGE 26) 
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Give Details Of 
ALC-LIA Proposal; 
To Stop Tax Bias 


Discriminatory Treatment 
Of Insured Pension Plan 
Earnings Heads The List 
















WASHINGTON—Here are some « 
tails of the statement filed with th 
House ways and means committee } 
American Life Convention and Lit 
Insurance Assn. of America coveriy; 
discriminatory taxation of  inveg, 
ment income under insured pensig 
plans, extension of the exceptions 
the “transfer for value” rule + 
cover transfers between stockholdex 
amendment of the tax laws affectir 
stock redemption buy-and-sell agre. 
ments, and four other tax matters ¢ 
interest to life insurance. The scope ¢ 
the statement was covered in a lat 
news bulletin in THE NATIONAL UNpR. 
WRITER for last week. 


The House committee received th 
memorandum on behalf of the life in. 
surance associations in connectin 
with its extensive hearings now unde 
way on revision of the internal reve 
nue code of 1954. The hearings ar 
expected to be completed within ; 
month, but definite legislative recon. 
mendations by the committee may no 
be forthcoming until later during this 
session of Congress. 

The statement presented by. the two 
associations called attention to th 
serious discrimination existing be 
tween federal income tax treatment 
of insured and_ uninsured pension 
plans. The memorandum pointed out 
that the numerous employer and en- 
ploye advantages of insured pension 
plans may be obscured solely becaus 
of federal tax treatment which im- 
poses a 7.8% tax on investment in- 
come of insured plans, but which ex- 
empts investment income earned each 
year by trusteed plans. 

The two most important means for 
funding private pension plans ar 
through uninsured trusts and life com. 
panies, the statement said. 


“There is keen competition betwee 
them,” it pointed out. “But this com- 
petition and the employers’ choice are 
presently affected by this serious tax 
discrimination. 

“The discrimination against en- 
ployes covered by contracts written 
by insurance companies was the sub- 
ject of corrective legislation offered a 
a part of the life insurance company 
tax act for 1955, as passed by the 
House. The bill provided for the ulti- 
mate exemption of the income earned” 
on insured pension funds. These pro- 
visions were, however deleted by the 
Senate finance committee, without 
prejudice to the principle involved, 
because there was insufficient time 
for hearings before the committee.” 

The ALC and LIA tax memoran- 
dum asked the House committee to 
include in the exceptions to the trans- 
fer for value rule the transfer of an 
insurance policy to another stockhold- 
er of a corporation in which the in- 
sured is a stockholder. The 1954 in- 


ternal revenue code recognizes other 
(CONTINUED ON PAGE 26) 
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n a lit AUTOMATIC MONTHLY PREMIUM 
L UNDE. Under the AMP plan New England draws a monthly check for the premium 


on the bank authorized by the policyholder. This payment is actually lower 
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» life ip. 
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W unde ALSO: monthly premium rates for salary savings and pension trusts on 
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the two EXTRA MONEY FOR 1958 DIVIDENDS 


B. bh $1,500,000 more than required for normal increment due to company growth 
eatment. has been added to the dividend allotment for 1958. This represents a partial 
ee or general increase in New England Life’s dividend scale for the 5th consecu- 
nd em- tive year. 
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123 Million In U. S. 


Now Have Some Form 
Of Health Coverage 


Americans covered by some form of 


health insurance now number 123 
million, a new high, according to 
Health Insurance Institute. Some 


75% of the population is now covered, 
increasing at a faster rate than the 
growth in the population itself. 

To help the public meet the cost of 
accident and sickness an estimated 
$4.2 billion was paid in health cost 
benefits during 1957, as compared 
with $3.6 billion for 1956. 

The rise in number of people who 
have availed themselves of health in- 
surance, plus the amount of benefits 
paid, “offer continuing evidence that 
Americans want to assume their 
health care bills through the volun- 
tary method,” according to the insti- 
tute, which adds: “That voluntary 
health insurance recognizes its re- 
sponsibility to give the public the best 
possible protection against the finan- 
cial hazards of sickness or injury is 
evidenced by the expansion of cover- 
age begun over the past two decades 
and continuing in 1957.” 

Coverage underwritten by insur- 
ance companies has grown particular- 
ly rapidly, the institute said. Within 
the last six years, the number of peo- 
ple covered by hospital plans has 
risen by 79%, surgical plans by 91% 
and regular medical plans by 281%. 
Major medical rose 1,188%. 

Reports from the 700 insurance 
companies handling health insurance 
policies in the United States last year 
showed that of the 123 million esti- 
mated total, 70 million persons had 
such coverage under their policies 
written by insurance companies for 
hospital expenses. In addition, 67 mil- 
lion were covered by surgical ex- 

(CONTINUED ON PAGE 
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Josephson Agency Offers Agents Lecture 
Series Featuring Lawyers, Accountants 


NEW YORK—Agents shouldn’t be 
experts on law or accounting or even 
think of them- 
selves as experts 
in these fields, but 
they should’ be 
able to recognize 
situations that call 
for the services 
of lawyers or ac- 
countants. 

This belief is the 
reason why the 
Halsey D. Joseph- 
son agency of 
Connecticut Mutu- 
al Life at New 
York is running for its agents a series 
of 12 2-hour lectures by outstanding 
legal and financial authorities. 

“The primary purpose of the new 
course is to alert agents to the im- 
portant problems involved in planning 
an estate, to show the relationship of 
such problems to life insurance, and to 
point the way to sources of solution— 
many of which lie outside our own 
field,” Mr. Josephson explained. “It is 
definitely not the purpose of the new 
course to teach the elementals or tech- 
nical aspects of estate planning nor to 
make estate planners out of life un- 
derwriters. In short, the objective is 
to enable agents to recognize situations 
in which life insurance can help and to 
know where to go for necessary tech- 
nical assistance. 

“Another purpose of the course is 
the furtherance of the agency’s phil- 
osophy about new men in the business. 
It has always been my belief that 
agents should be exposed to all phases 
of the life insurance business early in 
their careers, since many things pre- 
viously considered advanced are now 
fundamental. Without posing as ‘ana- 
lysts,’ ‘counsellors,’ or ‘experts,’ young 
men in the business should be suffi- 
ciently well versed in the advanced 


H. D. Josephson 





uses of life insurance to recognize 
fruitful situations when they encoun- 
ter them. Likewise, they need to know 
as quickly as possible when to turn to 
others for help and special guidance. 

“Most of the newer men in the 
agency, with this training, have had 
some success in joint work with their 
older associates as a direct result of 
their ability to recognize situations 
that call for higher skills. This year’s 
course is expected to bring the new 
agent into this area not only earlier 
but on a broader basis.” 

Mr. Josephson feels strongly that 
the preoccupation with advanced un- 
derwriting, evident in numerous seg- 
ments of the life insurance business, 
has some dangerous aspects. He feels 
that agents must be conscious of the 
fact that they should not limit their 
activity to a small list of wealthy 
prospects with “problems.” 

The lectures cover the following 
subjects: Wills and testamentary 
trusts; marital deduction; joint owner- 
ship; gifts; short-term and other living 
trusts; life insurance policies and an- 
nuities; executive pay plans; business 
and special asset evaluations; reten- 
tion of business interests; buy-and-sell 
agreements; the decedent’s estate (es- 
tate plans after death); handling of 
estate planning cases. 

Lecturers include the following, all 
of New York City: Rene A. Wormser, 
chairman of the estate planning panel 
of the Practicing Law Institute, Jo- 
seph Trachtman, David B. Chase, Mil- 
ton Young, William J. Casey, Venan J. 
Allessondroni, William FE. Murray, 
Henry C. Smith, all of whom are law- 
yers; Fred W. Ohmes, vice-president 
of City Bank Farmers Trust Co., and 
Eugene P. Walsh of the personal trust 
division of Irving Trust Co., and 
Henry S. Koster, president of Koster 
& Co., financial consultants on family 





OWN YOUR OWN AGENCY 









THE 





100K, 


Michigan. 


Founded in 1878 Home Office 


Detroit 2, Michigan 


indered 


we’re no fairy godmother, but... 


we think we’ve got something that will help you turn your 
present “pumpkin” into a “golden coach.” Look at these facts: 
1. We've got the top agency building contract for the man who wants to build 

an agency of his own. 


A career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry. 


A very complete Rate Book, with all the latest types of plans, designed to meet 
every situation. 
We have several excellent territories still available in the United States and Canada. 


If you’re interested in an agency of your own with an expanding organization, write 
today to Robert O. Shepler, Field Director, The Maccabees, Maccabees Building, 
Detroit 2, 


MACCABEES — a Loe Insurance Society 
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NALU Membership Foy 
1957 Totals 73,43]; 
Rises 5,529 In Year 


National Assn. of Life Underwriter 
ended 1957 with a membership of 73. 
431, up 5,529. An annual gain of 5,00 
has been the approximate rate of ip. 
crease in recent years. 

President Albert C. Adams 
NALU, general agent of John Han. 
cock at Philadelphia, has appointa 
eight additional vice-chairmen in th 
1958 campaign for 78,000 members, 

They are Carleton F. Bowman, Min. 
nesota Mutual, Denver, and F. 3 
Barnes, American National, Lawton, 
Okla., for Colorado, New Mexico 
Oklahoma and Texas; Robert C. Gil. 
more Jr., director of market research of 
Mutual Benefit Life and 1953-54 preg. 
dent of NALU, for the subcommitte 
on company cooperation; Pat Emerick 
New England Life, Davidsville, Pa, 
Paul C. Kaul, Connecticut Mutual 
Omaha, James D. Kester, American 
General, Greeley, Colo., Carl E. Lind. 
strom, Travelers, Evanston, IIl., and 
Jack Russell, Ohio National Life, Cor. 
pus Christi, Tex., for the subcommit- 
tee on awards. 

William E. North, New York Life 
Evanston, is national membership 
chairman. 








businesses and estates. The 12th lec. 
turer is still to be selected. 

Koster & Co. arranged the lecture 
series through its newly formed Life 
Underwriters Council for Applied Es- 
tate Planning. The Josephson agency 
is the first to avail itself of the new 
series. The agency has led Connecticut | 
Mutual since its formation early. in | 
1949 and has won the _ president's | 
trophy for organization seven consecu- 
tive times—the only years in which it 
was eligible. 


Nw Mutual Has 
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73% Gain In ‘57 | 


A 1957 sales total of $748,353,500 for © 
Northwestern Mutual Life set a_ 
record for the sixth consecutive year. © 
Grant L. Hill, vice-president and di- © 
rector of agencies, said the 1957 total 
was 7.5% or $52,319,000 above year- 
end 1956 record sales. 

The $75,672,000 in December sales 
were an all-time high for that month 
and 12.5% over the previous December 
high in 1956. December was also the | 
second highest single month for sales 
in the company’s 100-year history. © 
The highest month was May, 1957. ~ 

The John R. Mage general agency, © 
Los Angeles, took first place for De- | 
cember. Its December sales set a new 
record, 31.4% above its last high 
month, October. 

The Stumm & Roeder general agen- 
cy, Aurora, IIl., took second place for 
December, and in third place was the 
L. P. Schwinger general agency, Ce- 
dar Rapids. 


Life Investors To Have Dividend 


President R. T. Smith of Life Insur- 
ance Investors has announced that a 
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dividend will be paid of about $550,- 
000 based on realized capital gains in 
addition to a small dividend accruing 
from invested income. The $550,000 
dividend, Mr. Smith said, represents 
about 55 cents a_ share, indicating 
there are approximately 1 million 
shares presently outstanding. 
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January 18, 1958 


WASHINGTON—Rep. Mills of Ar- 
kansas, the new chairman of the 
House ways and means committee, 
may be expected to step up action on 
“erosion” of specific sections of the 
tax laws that grant special provisions 
to certain segments of the economy 
and to push for tax laws to meet the 
economic needs of a growing nation, 
according to a bulletin from head- 
quarters of Assn. of Advanced Life 
Underwriters to its members. 

The AALU is the association formed 
last September as an outgrowth of 
efforts to rescue the interest-deducti- 
bility feature of the bank-loan plan 
put its activities now are consider- 
ably broader in scope. 

In connection with its prediction 
concerning the above two areas of in- 
terest of Rep. Mills, the AALU bulle- 
tin quotes the following from a talk 
that Mr. Mills made recently before 
the American Tax Foundation in New 
York City: 

“The study showed that the great 
incidence of preferential provisions in 
our present income tax laws has bit- 
ten deeply into the tax base. It 
showed that these provisions neces- 
sarily generate heavy pressure for 
their continued extension. It showed 
that the high marginal tax rates made 
necessary by the restricted tax base 
are fictional for many groups of tax- 
payers while all too real for others. It 
showed the influence of these prefer- 
ential provisions in distorting business 
decisions and the resulting loss to the 
economy as a whole. 

e 

“It showed the increasing complex- 
ity in statute and in regulation which 
these provisions necessitate to confine 
their benefits to those for whom they 
were intended. It showed the waste- 
ful use of resources for purposes of 
tax avoidance and the consequent 
need for greater resources in tax ad- 
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ministration. Finally, it showed that 
tax revision is always timely, and be- 
comes increasingly urgent when the 
nation faces the kind of challenges 
which currently confront it.” 

Cooper & Silverstein, counsel for 
AALU, who issued the bulletin, point 
out that while Mr. Mills’ accession 
to the chairmanship of the ways and 
means committee may revive the pos- 





Agrees To Let Company 
Tax Go Another Year 


(CONTINUED FROM PAGE 1) 
could be adopted before March 15, 
when the returns for the 1957 taxable 
year are due. 

“An important fact,” he wrote, “is 
that we are dealing with institutions 
with responsibility for the insurance 
policies of millions of American peo- 
ple and final decisions by the life 
insurance companies as to policy divi- 
dends and surpluses for the year 1957 
will depend to some extent on the final 
determination of their tax liability. 

“In view of this, and in order to 
assure full consideration of the best 
permanent method of taxation of in- 
surance company income, it would 
seem reasonable to extend the law 
effective for the taxable years 1955 
and 1956 for another year and make 
it applicable to 1957 income. It would 
be my hope that we could then pro- 
ceed to work out a permanent method 
of taxation in this area which would 
be fair and equitable.” 


HeNATIONAL UNDERWRITER 


Big-Case Agents’ Group Expects Mills 
To Act On ‘Erosion’ As Ways-Means Head 


sibility of further ways and means 
discussion of section 264 (which deals 
with the bank loan type of plan to the 
extent that it is covered in the pres- 
ent code), “It is also a certainty that 
he will treat the subject with com- 
plete fairness.” 

Earlier in their bulletin the AALU 
counsel stated: “The ways and means 
committee, for the first time in many, 
many years, now has a technically ex- 
pert tax lawyer at its helm. He is also 
one of the most knowledgeable of all 
congressmen. AALU also knows of his 
intimate concern and knowledge of 
section 264 problems.” 


To Study Blue Cross Tax 


Exemption In Milwaukee 


Milwaukee city council’s judiciary 
committee will conduct an investiga- 
tion to determine whether Associated 
Hospital Service (Blue Cross) is a 
charitable and benevolent organization 


CENTRAL LIFE 


and therefore exempt from city real 
estate taxes. The committee had rec- 
ommended that Blue Cross be tax ex- 
empt as provided in a special law 
passed by the 1939 Wisconsin legisla- 
ture, and that real estate taxes of about 
$10,000 be refunded. But the council 
changed its mind, and after some dis- 
cussion accepted a motion to investi- 
gate the situation. It may be necessary 
for the city to seek new legislation at 
the 1959 legislative session to clarify 
the tax picture. 


Assistant City Attorney E. L. Moerke 
Jr. said that although he had given 
an early opinion that Blue Cross was 
not exempt from city taxes, he had 
later reversed himself in a new opin- 
ion based on additional information 
obtained from contracts Blue Cross 
has with the community’s non-profit 
hospitals. If the city levied the tax and 
Blue Cross fought it in the courts, he 
added, the city’s chances of winning 
would be less than 50%. 


Plan Conferences At Ohio State 

Conferences on life agency manage- 
ment and fire and casualty will be 
held March 7 at Ohio State Univer- 
sity. Professor John S. Bickley is in 
charge of the conferences. 


A leader and... 





Preferred Combination 


Life (PCL) 
. with true graduated premium! 


Disability Income Continuance (DIC) 
. revolutionary new disability income! 


Preferred Investment Plan (PIP) 
... premium return and dividend profits! 


Wife Insurance Plan (WIP) 
. . with more protection when it’s needed! 


Family Insurance Plan (FIP) 
... WIP plus children 14 days to 25 years! 


Family Instalment Group (FIG) 
. . one monthly payment for all premiums! 


All introduced by ONE OF THE BEST 


Cartial Life 


ASSURANCE COMPANY, 
Progressive and competitive, yes . 
at the expense of financial security 


DES MOINES 6, IOWA 


. . but not 
ASSETS | $150 Million 
SURPLUS | $ 13 Million 
INSURANCE | $490 Million 
IN FORCE 


Nw National, First 
With Statement, Has 
Big Gains In 1957 


Northwestern National Life record- 
ed a sales gain of 22% in 1957, bring- 
ing insurance in force to $1,776,682,339, 
and had an increase of 20 basis points, 
from 3.47 to 3.67, in net interest earned 
on invested assets, President John 
Pillsbury Jr. reported to the directors 
Jan. 16. 

Maintaining its tradition, Northwest- 
ern National is the first life company to 
prepare its annual statement. 

Mr. Pillsbury said the company paid 
$23,923,438 in policy benefits last year, 
two-thirds of which went as “living 
benefits” to policyholders and benefici- 
aries, but death benefits were $1,811,056 
greater than in 1956 because of an up- 
turn of mortality which reflected the 
higher death rate for the country as a 
whole. 

Of the total 1957 sales of $230,098,513, 
ordinary accounted for $150,473,391, a 
gain of 18%, and group amounted to 
$79,625,122, up 32%. 

Northwestern National’s assets in- 
creased to $317,473,671 and surplus was 
up to $18,639,024. 


Name Priebe, Spahn, 
Todd, Earls To Head 
MDRT Commitees 


Arthur F. Priebe, Penn Mutual Life, 
Rockford, Ill, has been appointed 
chairman of the resolutions commit- 
tee of the 1958 Million Dollar Round 
Table by MDRT Chairman William D. 
Davidson, associate manager Equi- 
table Society, Chicago. Mr. Priebe is 
a past chairman of the Round Table 
and is a member of the nominating 
committee for 1958. 

; Mr. Davidson appointed the follow- 
ing committee chairmen: 

Carl P. Spahn, Equitable Life of 
Iowa, Chicago, chairman of the in- 
signia committee, which has responsi- 
bility for seeing that members adhere 
to the by-laws rules for the use of the 
official MDRT dies and wording in- 
dicating Round Table membership. 


John O. Todd, Northwestern Mutual, 
Chicago, chairman of the by-laws 
committee. Mr. Todd is a past chair- 
man of the MDRT. He was a member 
of the by-laws committee before suc- 
ceeding A. J. Ostheimer 3rd, North- 
western Mutual, Philadelphia, as 
chairman a year ago. 

William T. Earls, general agent of 
Mutual Benefit Life at Cincinnati, 
chairman of the public relations com- 
mittee. Mr. Earls, a past chairman of 
the MDRT, was this committee’s first 
chairman when it was created a year 
ago. 

Approvals of applications for the 
1958 Round Table are running ahead 
of this time last year but in view of 
the large number of applicants still to 
be heard from, Chairman Davidson 
urges all those who have not yet filed 
their qualifying papers to do so at the 
earliest possible moment. 


Offer A&S Course At Chattanooga 


University of Chattanooga will offer 
an A&S course in its evening school 
from Feb. 10 to May 5 in cooperation 
with Chattanooga Assn. of Life Un- 
derwriters. Thomas L. Wreen, Provi- 
dent Life & Accident, will be instruc- 
tor. 
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Conn. Mutual Grades 
Rates By Policy Size, 
Other Major Changes 


A completely new policy series in- 
corporating major revisions in pre- 
mium rates, reserve structures and 
policy provisions has been brought out 
by Connecticut Mutual. 

President Charles J. Zimmerman 
made the announcement to the agency 
force over a _ nationwide telephone 
hookup. He termed the changes the 
most important the company has made 
since it adopted the American Experi- 
ence table and the 3% reserve basis 
in 1882. 

Connecticut Mutual’s completely re- 
vised gross premium structure involves 
basic rate changes for all types of 
policies with reductions at most ages, 
gradation of premiums by policy size, 
and separate, lower rates for women. 

Changes in basic rates, Mr. Zimmer- 
man said, reflect the company’s actual 
mortality experience in relation to the 
latest industry studies. The new rates 


S Hugh S. Bell, CLU 
Seattle 
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No. 1 INA SERIES 





Spokane @ [Walter J. Shields, CLU 





EQUITABLE LIFE OF IOWA IN 


THE NORTHWEST 


In bustling cities and quiet villages of the Pacific 
northwest, through Washington’s apple country, 
Oregon’s rich timber lands and Idaho’s famous 
potato sections, Equitable Life of Iowa is ably rep- 
resented by these general agents and their agency 

associates. Theirs is a distinguished record of fine 


high traditions. To these men, congratulations 
from the Equitable Life of Iowa! 


LIFE INSURANCE COMPANY OF IOWA 


show lower gross premiums for all 
types of policies at most issue ages, 
with the greatest reductions at the 
higher ages. 

Premium gradation is accomplished 
in three steps. The basic rates apply 
to all policies under $5,000. A flat re- 
duction of $1 per $1,000 is allowed in 
rates for policies between $5,000 and 
$10,000, and a reduction of $1.50 per 
$1,000 for policies of $10,000 and over. 
Dividends and non-forfeiture values, 
however, remain the same regardless 
of policy size. 

Lower rates for women are across 
the board for all ages and plans. Al- 
though gross rates are generally not 
as low as the age set-back method 
might have produced, Mr. Zimmerman 
pointed out that the new schedule calls 
for the higher cash values and divi- 
dends of the actual age, equal to those 
of men. Combined with premium gra- 
dation and generally lower male rates, 
the new, even lower rates for women 
result in a very favorable net cost 
picture, he said. 

Reductions have also been made in 
family income, decreasing term, addi- 
tional indemnity and, at most ages, 
waiver of premium agreements. Tak- 












keeping with Equitable’s 













FOUNDED IN 1867 IN DES MOINES 
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ing into account the distribution of 
new buiness by age, sex and policy 
size, premium gradation and changes 
in rates result in a net over-all re- 
duction of about 6% in the gross pre- 
mium rates. 

In the new policy series, the rate 

changes are accompanied by higher 
cash values, new life income rates, 
improved term coverage and a reduc- 
tionin charges for fractional pre- 
miums. 
Substantially higher cash values di- 
rectly reflect sharply reduced surren- 
der charges and a somewhat higher 
policy reserve structure. They develop 
in all life and endowment plans and 
show up most markedly in the early 
policy years. 

In the new policies, life income 
rates reflect current mortality experi- 
ence more accurately, with the result 
that return is generally higher at ages 
above 65 and generally lower at ages 
below 65, with separate rates for 
women instead of the usual set-back 
age. 

eo 

Improvements in term coverage in- 
clude a new 20-year term plan, non- 
forfeiture values in convertible term 
policies and liberalized conversion 
privileges which include the credit of 
full policy reserve toward conversion. 

Lowered charges for fractional pre- 
miums affect regular monthly, quar- 
terly and semi-annual premiums. 

Full coverage in the new series is 
given from rated age 0 on juveniles. 

Paralleling these improvements, 
Connecticut Mutual also has made 
provisions for refund of premiums 
paid beyond month of death; for op- 
tional modification for up to one year 
from date of death; for optional modi- 
fication of maturity date on all endow- 
ment policies; for waiver of premium 
coverage of civilians for disability re- 
sulting from war, and for use of an- 
nual dividends to purchase additional 
insurance even though disabled. 

The new provisions mentioned in 
the preceding paragraph also are ret- 
roactive to all existing policies. Point- 
ing out that the company has set aside 
about $2.5 million as an initial reserve 
to cover these retroactive features, Mr. 
Zimmerman said that “in a sense they 
represent a dividend increase to our 
old policyholders.” 

Expanding on Connecticut Mu- 
tual’s position regarding retroactivity, 
specifically as it would affect grada- 
tion of premiums, he pointed to the 
pattern of distribution of the com- 
pany’s business according to number 
and size of policies and explained that 
to make gradation retroactive through 
dividends to all existing policies would 
be to heavily penalize the great ma- 
jority of policyholders for the benefit 
of a relative few. 

“Under our band method of grada- 
tion,” he said, “in effect we would 
have to go back and add a significant 
extra charge to every policy under 
$10,000, and particularly to those un- 
der $5,000, in order to give an insig- 
nificant benefit to owners of the 
larger policies. 

“This would be an inverted Robin 
Hood sort of action that ‘would neglect 
our very real obligations to policy- 
holders in the rural and low-income 
markets, to those who started their 
insurance programs while young and 
have built them up policy by policy 
over the years, and to our pension and 
profit-sharing trust business. 

“Each of our present policyholders 
bought his insurance with the under- 
standing that his net cost would not 
be affected by the size of his policy. 
He has had high quality, low cost in- 



















President Charles J. Zimmermy, 
of Connecticut Mutual is shown y, 
nouncing sweeping policy and rm 
changes to the field force over , 
nationwide telephone hookup. Looki, 
on is Raymond W. Simpkin, agen 
vice-president, who introduced M, 
Zimmerman to his unseen au. 
ence in 76 cities and 38 states. Ampi. 
fying equipment on agency  offir 
telephones enabled 1,600 members , 
the field force to hear Mr. Zimmer. 
man’s 20-minute talk. 





surance. We’re not going to chang 
the rules in midstream. But the buye 
of a small policy in the new series wil 
understand he’s buying under a ne 
set of rules which although differen 
are still equitable and sound. 

“What we have in new and old pol: 
icies alike is a superior product 3 
superior net cost,” Mr. Zimmerma 
concluded. “The changes for 1958 d 
not in any way deviate from the prin. 
ciple of equity. Indeed, they represent 
a reaffirmation of the philosophy, the 
principles and the objectives of a great 
life insurance company.” 


Jeff. Standard ‘57 
Sales Set Record 


Jefferson Standard sales in 1957, its 
50th anniversary year, totaled a rec- 





ord $229,822,210, up $6 million. In- | 
surance in force at the end of the” 
year totaled $1,708,566,863, for a net” 
gain of $124,308,410. j 


Shenandoah Sales 
Up $3 Million In 1957 


Shenandoah Life sales in 1957 to- 
taled $24,110,060, up $3 million, for 
the second largest year on record. 

Shenandoah recently embarked on 
a 5-year growth and expansion pro- 
gram. 


International A&H Board 
To Map Plans For Annual | 


The board of International Assn. of 
A&H Underwriters will meet on Feb.| 
15-16 in Chicago at the Congress hotel | 
to formulate final plans for the asso- 
ciation’s annual convention June lI- 
14 in Los Angeles. 

Already planned for the program 
are such speakers as James Powell of 
Provident L.&A., E. J. Faulkner of 
Woodman A.&L., and V. J. Skutt of 
Mutual Benefit H.&A. The program 
will feature a trip to Disneyland, 4 
fashion show, a trip to Hollywood film 
lots, and a big banquet where the 
Harold R. Gordon man of the yeal 
award will be presented. 

A Leading Producers Round Table 
breakfast will be held as well as 4 
big open session for delegates to dis- 
cuss association affairs and elect of- 
ficers. 
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LIFE INSURANCE EDITIoN 


ily secoud year in the 
business... over 
} $20,000 earuingo! 


San Diego, California 
November 27, 1957 


JaMEs E. BAEHR 


Mr. Francis J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 

This is the greatest company and business in the world! When my fine asso- 
ciate, Ed Chilton, brought me into the business a little over two years ago, I 
had no idea of the thrills and fine income I would receive. 

First, I won a beautiful wrist watch for qualifying for the 60 Club—60 cases 
in 60 days. I have just received word that I have qualified for the Million Dollar 
Round Table during my second year in the insurance business. 


Now as to my earnings: 
First year. . . . . .. «+... « . inexcess of $ 8,000 
Second year . . . ..... =. ~~. « .« inexcess of $20,000 


I look forward to “Ceiling Unlimited” in my future. 


These wonderful years of my life have been made possible because of un- 
stinting cooperation from our home office and the best kind of leadership from 
our State Manager, George Landis. 


Sincerely, 


James E. Baehr 


An agent cannot long travel af a faster gait than the company he represents! 









FRILEON ILIIRTE comeany 
. COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Six Hundred Million Dollars of Insurance in Force 








N. Y. Tax Lawyer Stresses Importance 
Of Including A Tax Clause In A Will 


Henry C. Smith, New York City follow, were set forth in a discussion 
lawyer, lecturer and writer on tar of the problems of a fictitious client. 


law, discussed the importance of a tax 


clause in a will at the annual estate Section 124 of the New York dece- 
planners forum sponsored by the Hu- dent estate law and comparable sta- 
ber agency of Mutual Benefit Life at tutes in most nearby states provide 
New York. He also talked about the that in the absence of an express di- 


HeNATIONAL UNDERWRITER 


frequent disadvantage of holding pro- rection to the contrary in your will the devises. 


perty jointly. His comments, which federal and state estate, 


inheritance 


and succession taxes will be charged 
pro rata against the individual legacies 
and devises passing under your will. 
This statute was enacted in order to 
void the harsh general rule that the 
death taxes were to be charged only 
against the residuary estate, the prac- 
tical effect of which was frequently to 
diminish substantially the property 
passing to the closest of kin as com- 
pared with the other beneficiaries 
who were given specific legacies or 


In view of section 124 it is our duty 
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clients 


FOUR HELPF 


Many of your clients 
and prospects may have 
questions about business 

life insurance that 

demand detailed and 
time-consuming answers. 
MONY’s four booklets can 
help you give your clients a 
clear, concise, objective 
picture of the importance of 
insuring key men, 

business partners, sole 
proprietors, and close 
corporation stockholders. 
If you would like to look 
over any of the booklets 
shown, we’d be glad to 
send you a set. 

No obligation, of course. 


Miowa 6- N EW York 


The Mutual Life Insurance Company Of New York, New York, N.Y. 
Offices located throughout the United States and in Canada 


FOR LIFE, ACCIDENT & SICKNESS, AND GROUP INSURANCE 


MONY TODAY MEANS MONEY TOMORROW! 

















Mutual Of New York 
Broadway at 55th Street, New York 19, N. Y. 


I would like a set of MONY booklets on business 
life insurance. 
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to you as the draftsman of your y; 
to make certain that we have age, 
tained your exact intention so 4 
your will shall clearly provide whe 
the tax burden shall be placed, 

As a flagrant example of a fajj 
to consider the impact of section | 
I helped administer an estate a ny, 
ber of years ago where a gold stick j; 
worth $100 had to bear an estate 
burden of $50 because the draftsm, 
had failed to provide that the e 
taxes applicable to that stick » 
should be paid from the residuary « 
tate. It was not surprising that +) 
legatee renounced the legacy. 

There are two types of tax cla 
designed to mitigate or modify the ip 
pact of section 124 of the New Yo; 
decedent estate law. One type provid: 
that, as to the property passing unéd 
the will itself, the estate taxes on yj 
the various specific and general leg, 
cies and devises shall be paid fr 
the residuary estate. This clause ; 
frequently and quite properly used , 
avoid the inequity mentioned in tt 
preceding paragraph and the comp. 
cations required in collecting the py 
rata portion of the tax from possibj 
a score ef legatees. The second ty, 
of tax clause is broader in that ; 
provides that the estate taxes allocah; 
even to property which does not pa 
under the will such, for example, x 
life insurance, jointly held proper 
-and the corpora of trusts included ; 
the estate only for estate tax purpos« 
shall be paid from the residuary estat: 
As to this latter type of clause, th 
important caveat is that such clause 
should only be executed advisedly 
There have been many _ instance 
where the careless use of this claus 
has saddled the closest of kin provide 
for under the residuary clause with 
all the estate taxes allocable to life in. 
surance or trusts in respect of which 
other persons were the beneficiaries, 

You will wish to consider very care. 
fully the problem discussed generally 
in the preceding paragraph in decid 
ing how broad the tax clause shall be 
in your will. You may not want to bur- | 
den the residuary clause, if left to) 
your wife, with the obligation to pay | 
estate taxes on a trust for your son, 
if later included in your estate as a/ 
transfer made in contemplation of. 
death or the tax on the life insurance 
in respect of which your children are’ 
the beneficiaries. 








Another point you should consider 
is the advisability of having a provis- 
ion that the estate taxes shall not be | 
paid from that portion of the residuary 
estate left to your wife in order not 
to reduce to any extent the maritad | 
deduction by the amount of the estate 
tax and to avoid the complicated alge- 
braic equation of the so-called Greeley 
formula which would be involved ii 
the marital deduction would have to 
be reduced by the amount of the ¢- 
tate taxes on the share of the residv- 
ary estate left to your wife. 

For many years the average laymal 
has felt that there was a magic touch- 
stone in jointly held property; that 
federal and New York estate taxes, 
could be eliminated by the easy device | 
of having real estate, bonds, stocks” 
or bank accounts held in joint names. 
Nothing could be farther from the 
truth! Despite the fact that the in- 
ternal revenue code of 1954 (Code, Set. 
1014(B)(9) ) has now eliminated one | 
of the worst features of jointly held | 
property, i.e., the serious basis prob- | 
lem arising because of the former | 
failure of the tax laws to provide for - 
a stepped up basis, upon the death of | 
the first joint tenant to die, there are — 








(CONTINUED ON PAGE 23) 





18, jd January 18, 1958 


your y; 
AVE age 
n so , 
ide whe 
aced, 

a fail 
ction | 
e a n i 
l stick 5; 
estate 
draftsm, 
he esty 
stick yj, 
duary ¢ 
that th 


aX Cla 
Y the ip. 
ew Yor 
PFovide 
nS unde 
ES On 4 
ral leg, 
1id fie 
‘lause i 
“Used 
1 in th 
compl. 
the pn 
POssib); 
nd typ: 
that j 
illocabi: 
NOt pay 
nple, & 
ropert; 
uded iy 
Urpose: 
y estate 
Ise, the 
Clause; 
visedly, 
Stance; 
Claus: 
rOvided 
e with 
life in. 
which 
ries, 
Y Care- 
nerally 
decid- 
all be 
O bur. | 
eft to) 
[0 pay | 
Y son, | 
asa 
on of. 
rance 
MN are” 











g 
= 


XUM 
































i 
. — 
“— bis 
~—eenettneeees, : 
strange. ae 
[re See 
race as a] 
F yh i 
eM Gy 
: aa 1 ane ng ou 
: vuge! 13 
ay ppeas oe : ‘ 
: sae? 
; vid 
Es ry! E 5 
: yi ‘ 
Tam As 
; pia} | 
: Zz ty) 
neste: 
Meese? 
a ees 





at 


wl 


ee 


A pe 
i ‘ i 


SALES C 





















































pera 
a ements 











“We had to hire Fenkins right after we started pushing 
Provident Mutual’s terrific new major medical coverage” 


Provident Mutual’s brand-new major medical in- 
surance (both Individual and Group) can help 
you reach a new high in this productive line. Its 
broad coverage and many competitive advantages 
make this one of the most talked-about develop- 
ments among agents and brokers today. 


Here is a package that sells, backed by strategic 
sales aids and full Provident Mutual cooperation. 

Brokers will want full details, right away, on 
this important new coverage, as will agents whose 
companies do not sell major medical. It’s a good 
line to line up with. 


Provident Mutual 


Life Insurance Company of Philadelphia 








10 


N. D. Phelps Retires; 
Nw Mutual Appoints 
Jamison Chicago GA 


John H. Jamison has been appointed 
general agent of Northwestern Mutual 
Life at Chicago succeeding the: ‘firm 
of Jamison & Phelps. Nelson D. Phelps 





N. D. Phelps us 


J. H. Jamison 


has asked to be relieved of agency 
responsibilities after 33 years with the 
company, the past 18 years as general 
agent in Boston and in Chicago. 






































A PROUD LOOK AT 1957 


To all Provident life producers we extend congratula- 
tions and a sincere “Thank you for another record 
breaking year of quality business during 1957. The 
past 12 months has been another period of excellent 
growth — a growth built on a complete line of at- 


tractive life insurance plans and a high quality field 
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Mr. Jamison spent seven years in 
the advertising business before join- 
ing Phoenix Mutual Life as agent. In 
1935 he joined Life Insurance Agency 
Management Assn., as a consultant. 
He joined Northwestern Mutual in 
1938 as production manager in the 


Boston. genera} agency and three years 


later’ beconie*thanagercof field train- 
ing at the home of fide, a position he 


‘held until the Jamison & Phelps agen- 


cy was formed in 1944. 

Mr. Phelps joined Northwestern 
Mutual’s agency department in 1925 
and ‘later took charge of the educa- 
tional and ¢ontact divisions. In 1939 


“he was appointed general agent at 


Boston, moving to Chicago in 1944 as 
a partner general agent with Mr. Jam- 
ison. Mr. Phelps will continue to be 
associated with the agency but will 
spend much of his time in California. 


The Baltimore-Washington Insur- 
ance Telephone Directory has just been 
published by the National Underwriter 
Co. Copies may be obtained for $1 each 
from the National Underwriter Co. at 
oe East Fourth street, Cincinnati 2, 

io. 


Barber, Secretary Of 
Conn. Mutual, Retires 


William P. Barber Jr., secretary of 
Connecticut Mutual since 1937, has re- 
tired. 

He joined Connecticut Mutual as a 
clerk in the actuarial department in 
1914. He was pro- 
moted to assistant 
actuary in 1920 
and to associate ac- 
tuary in 1923. He 
is a fellow.of Saci- 
ety of Actuaties 
and has been vice; 
chairman of the 
society’s examina- 
tion committee and 
the committee on 
new record- 
ing means and 
computing devices. 
He also is a past president and director 
of Life Office Management Assn. 





W. P. Barber Jr. 


The Galesburg, Ill., district office 


of Prudential has been moved from. 250 
East Main street to 799 North Hender- 
son street. F. Byron Nelson is man- 
ager. 


LIFE WITH 


PROVIDENT 


organization to sell them. 











January 18, 1959 


Mutual Trust Life Has 
Policy, Rate Changes 


Mutuai Trust Life, with a recorg. 
breaking 1957 behind it, has announce. 
ed changes in virtually all its life 
plans. Most important among th, 
changes is a new rate structure pro. 
viding lower premiums for amounts gj 
$5,000 or more on all policies writtey 
both below and above $5,000 (with the 
single exception of the mortgage pro. 
tection policy). Policy minimums fo; 
ordinary life and retirement income 
policies have been lowered to $1,009, 
and ordinary life will now be issug 
through age 70. The non-medical pri. 
vilege has been extended to ordinary 
life and double protection to 65, which 
was formerly issued only to medically 
examined applicants. Mutual Trust re. 
cently extended its non-medical limit; 
to apply to basic amount of $15,00 
for issue ages through 35. Rates op 
double indemnity riders have _ bee 
substantially reduced at all issue age; 
and coverage extended to age 70. 

The family policy may now lk 
written substandard up to 150% 
mortality on both the insured an 





spouse. The maximum issue amount 
for the family policy is $15,000 on the 
insured, which may be written non. 
medically through age 35. Commission 
rates have been increased on ordinary 
life as well as on the double protection 
to 65 and family policy. 


Franklin Life 1957 Sales 
Set $701 Million Record: 
$3 Billion Goal Set For 1958 


Franklin Life recorded new sales 
of $701 million during 1957, an increase 
of $100 million over 1956, and achieve- 
ment of the company’s production ob- 
jective. Mortality experience was 
30.7% of the expected, a continuing 


favorable factor. Management hopes | 
to attain the $3 billion mark in out. | 


standing insurance around mid-year. 


Chicago Agency Of Provident 
Mutual Marks 75th Birthday 
Provident Mutual’s Chicago agency 
celebrated its 75th anniversary at a 
luncheon for members and guests. 


The agency, under the temporary | 
management of the home office, also © 


honored Willard Ewing, former gen- 


eral agent, who held the longest tenure ' 


as its head. 

Lewis C. Sprague, vice-president 
and manager of agencies, lauded the 
organization for passing the $50 mil- | 
lion mark of insurance in force. 


The Unity Mutual 
Life Insurance Company 
of New York 


Insures 
The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 


policies our specialty. 
e 





E. R. DEMING 
President 


L. J. BAYLEY 
Secretary 


HOME OFFICE—SYRACUSE, N. Y. 
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All American L. & C. 


Beats Own Sales Goals 

With a combined total of $81,231,928 
of life and A&S, All American L.&C. 
topped its 1957 goal of $77.5 mil- 
lion by $3,731,928. The total figure is 
based on the assumption that $30 of 
A&S premium is the equivalent of 
$1,000 of life insurance. The company, 
which has been writing life insurance 
for only 18 months, had life volume of 
$42,047,193 (including $4,421,000 of 
group life) in 1957. New A&S premi- 
ums came to $1,275,541. 

President E. E. Ballard has set as 
goals for 1958: A&S premiums (new), 
$1,350,000; life, including $25 million 
of group, $72,250,000. Based on the 
formula that $30 of A&S premium is 
the equivalent of $1,000 life, this rep- 
resents a combined volume of $117,- 
250,000 for 1958. 


Set Records In St. Louis 


St. Louis agencies of General Amer- 
ican Life sold more ordinary life in 
the St. Louis area in December than 
in any month in their history, and 
ended 1957 with record ordinary life 
sales of $33,121,000, 19% above the 
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previous high in 1956. Eight St. Louis 
district managers and their 52 agents 
sold $4,164,000 in ordinary life in De- 
cember, the first time the St. Louis 
agencies have passed the $4 million 
mark for one month’s sales. Decem- 
ber sales exceeded production for the 
entire year of 1947, the first year in 
which General American Life estab- 
lished its multiple agency system in 
St. Louis. The second-best month was 
May, when the St. Louis agencies sold 
$3,874,000 in ordinary. 


Slate Life Insurance 
Tax Courses In N. Y. 


New York tax workshop school this 
spring will offer a course covering the 
tax problems affecting life insurance, 
annuities and the use of life insurance 
in estate plans. This is an advanced 
and practical tax training program 
geared to the needs of insurance men 
who have already had some training 
in taxation. 

Other subjects of interest to life in- 
surance men include tax problems of 
pensions and profit sharing plans, es- 
tate and gift taxation and income tax- 
ation of decedents, estates and trusts. 
The spring semester will begin the 
week of Feb. 17 and _ registration 
starts Jan. 15. 


Wisconsin National 
Offers Family Policy 


Wisconsin National Life has intro- 
duced a family plan which offers 
whole life on the husband in units of 
$5,000, term to age 65 on spouse in 
units of $1,000 and $1,000 term on each 
child. 

Newborn children are covered auto- 
matically after 15 days with no extra 
premium, and childrens’ insurance may 
be converted up to five times face 
amount at age 21. 

The policy contains cash and loan 
values on the husband’s insurance, 
plus double indemnity and waiver of 
premium. Non-medical limits will be 
applied individually to each member 
of the family. If husband is under age 
35, he may purchase two units or 
$10,000 on his life without examina- 
tion. 


Pension Conference Elects 


American Pension Conference, New 
York, has elected to its steering com- 
mittee Arthur Meuche, Chemical Corn 
Exchange bank; Frederick S. Bell, 
vice-president of Prentice-Hall; James 
B. Gardiner, of Metropolitan Life; 



























LNL’s NEW FAMILY POLICY 


[8 


q 


National man’s 


The 





Lincoln National’s new Family 

Policy offers these advantages: 

1. Lower rates on larger policies 
are provided by LNL’s new 
4-Dimensional premiums. 

2. Premiums can be paid 
through LNL’s Automatic 

“Bank Check plan. 
This latest addition to the Lincoln 


for our proud claim that LNL is geared 
to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


kit is another reason 
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Walter E. Klint, Continental Can (o, 
Denis B. Maduro, attorney; Jean y 
Lindberg, Chase Manhattan bank, ang 
Roger Vaughan, Industrial Relation 
Counselors. Mr. Lindberg is treasure 
and Mr. Vaughan is secretary. 


Aftleck To LIAMA 
Company Relations Pos 


G. Frederick Affleck, former training 
specialist of Equitable Society, ha; 
joined LIAMA as, 
consultant in the 
company relations 
division. 

He entered the 
business with 
Equitable at 
Springfield, Mass, 
in 1945 and became 
unit manager there 
in 1946. He joing 
the training de. 
partment in 1959 
He is a CLU. 

At LIAMA, Mr 
Affleck will consult with member com. 
panies, serve on the faculty of the 
agency management schools and con. 
tribute to LIAMA publications fo 
agents and managers. He also will su- 
pervise the agent development program 
and be a staff representative on the ed. | 
ucation and training committee. 





G. F. Affleck 





Nussbaum To Headline 


Tex. Assn. Sales Congress 


AUSTIN—A. Jack Nussbaum of 
Milwaukee, immediate past president 
of National Assn. of Life Underwriters 
and million-dollar producer of Massa- 
chusetts Mutual Life at Milwaukee, 
will headline the panel of speakers of 
the annual Tri-City Sales Congress of | 
the Texas association. 

Other speakers are: Bill Gatling, | 
Jefferson Standard Life, Norfolk, Va, 
Don Robinson, Business Men’s Assur- 
ance, Salem, Ore.; Carl Lund, direc- 
tor of field training, Prudential, and 
Robert L. Tiffany, Equitable Society 
agent, Abilene. : 

The three congresses will be held 





in San Antonio, Feb. 20; Dallas, Feb. 
21, and Houston, Feb. 22. R. L. Mc- © 
Millon, Business Men’s Assurance, Abi- © 
lene, is chairman of the event. : 


Southern General Life of Gulfport 
has been incorporated in Mississippi 
with capital stock of $350,000. 





MANAGEMENT 
sp CONSULTANTS 














O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE— FIRE— CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 








Fort Wayne, Indiana 





N. Madison Cartmell 
and Associates 


(Successors to Harold C. Pennicke) 
Consultants to 





Home Office Managements 








159 East 49th St. New York 17, N. Y. 
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2 readability, usefulness, and general . = introduce the premium-gradation-by- 
pa LOMA Opens Public anseaacti of the publications. a Lincoln N ational amount system of calculating premi- 
bank, s gestions from committee members ums, and the automatic bank check 
_ Relation; Relations Pp r ogram and member companies have been in- Set Records In ‘57 method of paying monthly premiums. 
di treasure Life Office Management Assn. has corporated in the planning. Eileen eile thi ee - 
ee! + Sones o reached $8.73 billion of insurance in Total life insurance issued during 
and — agar prog neultant, P/ans To Increase Capital force—an increase of $705 million over 1957 set a new company record of 
Fete ee oad the woject in De. , Stockholders of North American 1956—and reported gains in new busi- $1.35 billion. Of the 1957 total, more 
P Directors _—- oe ie i Life of Chicago will meet Feb. 11 to ness, assets, and benefit payments. than $325 million was new group. To- 
AS LOst — oe a age teh = vote on a proposal to increase the New all-time highs were reached in tal insurance in force includes more 
er training A. Mac ste . ne + tl at LOMA’s a by $75,000 —— be bog all four categories as well as in the than $1.45 billion of group. New life 
ciety, hap 2” — ° : oo eee en ee * amount of A&S and group sold during insurance issued during the year ex- 
AMA gas @uaees snd refuenished office at company would then have 51,075,000 j1¢ year. In 198% Lincoln National ceeded ‘the..1066 record ameutt by 
it in the eee t2ne sixent; How York. Se, ea ee re became one of the first companies to more than $105 million 
relati *— Planning started last fall and cul- of stock at a par of $2. p ; 
- minated in mid-December with mem- 
pers of the committee on institutional eon 
—e and membership relations meeting How Pacific Mutual 
ible at with Mr. MacDonald and Mr. Buck to 
ld, Mass | Jay the foundation for a public and ’ 
d ‘pecame press relations program aimed to help doe S more for its 
ger there member companies _and inform the = 
Te joing public on the objectives and work of 
ning de) LOMA. Agency Managers ee 
a 1g The board has approved for mem- 
MA, Mr bership Inter-Ocean of Cincinnati, - 
ber com. Progressive Life of Red Bank, N. des - 
y of the Variable Annuity Life of Washington, with a Field Tested “ 
and con.) D. C., Educators Mutual Life of Lan- 3 . 
ions for} caster, Pa., and Overseas Assurance e “T @e)- f S 9 
i .— of Singapore. . 
is Including these new members, . raining or uCccess 
1 the ed. | LOMA membership now totals a peak 
. 338 companies, Mr. MacDonald said. CAREER DEVELOPMENT 






Sixty are foreign companies in 24 
countries, so that the association’s ac- 
2 tivities can be considered world-wide 
in scope. The remaining 278 compa- 


PROGRAM 























ress nies are in the U. S. and Canada. ; ; 
lum of Although enrollments for students [iwc (NCCU MM eee ee tt 
resident in LOMA Institute courses do not 
rwriters — close until Jan. 24, it appears on 
Massa- § the basis of registrations.to Jan. 1 that 
ro arecord number will enroll. Last year, 
rece 1 | 8154 students sat for a total of 13,945 
TESS OL F examinations, and it seems certain 
Fatling that the participation for 1958 will 
Ik, Va, exceed that figure, Mr. MacDonald 
Assur- said. 
direc- The public relations program will 
al, and place considerable emphasis on the 
Society | work of the institute. Close contact 
e held will be maintained with member com- 
: Feb panies and other organizations to as- 
a Mc. _ sist them in securing all possible pub- 
>, Abi- licity on graduates of the courses, es- 
pecially those who receive the fellow- 
ship’ designation. 
ilfport z 
iene _ Guests at the open house displayed 
interest in the enlarged office facili- 
ties which now occupy an entire floor, 
with 40% more floor space. Personnel 
has been increased to improve the : 
: service to member companies, and the MODERN SALES AND Many months of research and field testing went 
reference li : : “ . ” 
Offices Pte perth sar Piag hig og TRAINING TOOLS into the “Training for Success” Career Develop- 
» vide better ki ara f me ment Program. The objectives were: 
staff wan 2 thieng a: — bo Highlights of Pacific Mutual’s “Training . : 
7 | larged reception room, completely re- for Success” Program are the Audio- 1. A basic, easy-to-sell package —“Planned 
; ee 5 a sa : Visual Training and Sales Tools featuring : Income Property”—designed to assure sub- 
a . nald sai e associa- : ‘ 
tion’s basic objective for 1958 could be a a stantial early production for the new Agent. 
summed up in a single word, “serv- Automatic sound-slide training films ¢ : Mi = 
S ice* Thece are two pecerame. One pron — - ——. 2. A continuous training program that makes 
; : é . ightwei r . wate - P 
a to — hose tone Ns pi Shiwel pire a natural transition into programming and 
san immediate ve 
needs of member companies. The sec- advanced underwriting. 
ond invol - . . 4“ ° 
Inc. andnats ee cee, A companion program is the “Selection for 
5 ad enemies may need in the fu- Success” Agency building program. 
- One important aspect of the lat- 
ter program is the continuing study 
RK of automation and electronics as they 
apply to the problem of increased 
costs faced by life companies in com- 
_ mon with business and industry gen- 
erally. e 
Related to the two programs is the ...a Company that looks to the future! Pacific Mastwcell 
release E of information to member 
“Seger in reports and periodicals. Life Insurance Company 
A methods of communication ‘ali 
- are being declination wah od the peste HOME oFFice: Los Angeles, California 
e on 
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ZeNATIONAL UNDERWRITER 


421 Qualify For 1958 MDRT By Dec. 31 


(CONTINUED FROM PAGE 2) 


Kalkas, Northwestern Mutual, Dayton, O.; I. 
M. Kanarish, New York Life, Chicago; R. J. 
Katz, Massachuseits Mutual, Rochester, N. Y.; 
Nate Kaufman, Indianapolis Life, Shelbyville, 
Ind.; H. V. Kibrick, New York Life, Boston; 
C. T. Kingston Jr., Union Mutual Life, Hart- 
ford; W. J. Kinnally, Northwestern Mutual, 
Milwaukee; E. T. Kirtz, Connecticut Mutual, 
Cleveland; M. J. Koch, Northwestern Mutual, 
Cincinnati; F. E. Kramer, Ohio National Life, 
Erie, Pa.; C. J. Krasne, Connecticut Mutual, 
New York City; H. L. Landon, Southwestern 
Life, Amarillo, Tex.; J. J. Langan, New Eng- 
land Life, New York City. 

Lonnie Langston, Southwestern Life, Lub- 
bock, Tex.; E. H. Lattimer, Northwestern Mu- 
tual, Wausau, Wis.; A. P. Lee, Union Mutual 
Life, New York City; S. S. Leeds, Equitable 
Society, Beverly Hills; F. D. Leete Jr., North- 


western Mutual, Indianapolis; Rudolph Leit- 
man, New York Life, Detroit; A. J. Lewallen, 
Mutual Benefit Life, Miami; M. M. Letts, New 
York Life, Leavenworth, Kan.; R. N. Link, 
Minnesota Mutual, San Jose, Cal.; J. H. Lips- 
comb, New England Life, Jacksonville; G. J. 
Lucas, New York Life, Sioux Falls, S. D.; H. 
A. McColl, New York Life, Colorado Springs; 
H. R. McCoy, Penn Mutual, Philadelphia; H. 
L. Maltenfort, Northwestern Mutual, Chicago; 
Clayton Mammel, Farmers & Bankers Life, 
Wichita, Kan.; David Marks Jr., New England 
Life, New York City; E. O. Martin, Provident 
Life & Accident, Chattanooga; David Marx Jr., 
Massachusetts Mutual, Atlanta; R. C. Mead- 
ows, National of Vermont, Binghamton, N. Y.; 
J. N. Meeks, Northwestern Mutual, Columbus, 


O. 
C. H. Meyer, Massachusetts Mutual, New 













MORE ADVERTISING ... We help you develop sales potential 


through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU .. .j This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 


for you! 


INVESTIGATE AT ONCE! 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Del 


LIFE * A and S +» GROUP + HOSPITALIZATION 


WE'RE MOVING AHEA 
...im these states 


PENNSYLVANIA ° OHIO °® ILLINOIS * INDIANA 


MARYLAND °¢ DELAWARE °¢ KENTUCKY 
TENNESSEE °* ARKANSAS °* LOUISIANA 
MISSISSIPPL © FLORIDA °¢ MINNESOTA 
VIRGINIA © MICHIGAN * SOUTH CAROLINA 


Special Ground Fioor 
Opportunities Available 


to GENERAL AGENTS... 
_ LIFE- ACCIDENT & SICKNESS 
HOSPITALIZATION - GROUP 


MORE COMPETITIVE . . .L.I.C.A. offers a complete portfolio—policies 
filled with unusual selling features . . 
get your teeth into — and really S-E-L-L! 


MORE MERCHANDISING . . .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 





GEORGIA 











. loaded with advantages you can 


WRITE * 





ph Olympia 4-2474 





York City; P. L. Miller, Connecticut Mutual, 
Toledo; G. W. Morris, Prudential, Amarillo, 
Tex.; F. A. Morse, Northwestern Mutual, 
South Bend; H. L. Mullins, New York Life, 
Albuquerque, N. M.; John Mulock, Mutual 
Benefit Life, Clearwater, Fla.; R. T. Mutsch- 
ler, Prudential, Pennsauken, N. J.; Stanley 
Newhouse, Massachusetts Mutual, New York 
City; R. C. Newman, New England Life, St. 
Louis; H. S. Norman, Provident Life & Acci- 
dent, Detroit; J. G. Oltorf, Republic National 
Life, Midland, Tex.; A. M. Palmer, Massachu- 


setts Mutual, Miami; G. E. Parris, Bankers 
National Life, Philadelphia; C. E. Pejeau, 
Massachusetts Mutual, Cleveland; D. M. 


Phipps, New England Life, Cleveland; Roder- 
ick Pirnie, Massachusetts Mutual, Providence; 
J. H. Pitzele, New York Life, Chicago; L. T. 
Prettyman, Northwestern Mutual,, Muskegon, 
Mich.; A. V. Pritchartt, Connecticut Mutual, 
Memphis; Bernard Rawiszer, New York Life, 
New York City. : 

H. J. Richard, New York Life, Boston; A. D. 
Rinne, Northwestern Mutual, Indianapolis; B. 
G. Ripley, Southwestern Life, Wichita Falls, 
Tex.; E. Price Ripley, National of Vermont, 
Roanoke, Va.; M> R. Robbins, Mutual of New 
York, Rocky Mgunt, N. C.; H. M. Roberts, 
Southwestern Mutual, Dallas; H. C. Rose, in- 
dependent, New York City; L. A. Rosen, Un- 
ion Central Life, Memphis; J. B. Russel, Sun 
Life of Canada, Toronto; W. M. Scales Jr., Se- 
curity Life & Trust, Greenville, N. C.; W. F. 
Scarborough, New England Life, Ridley Park, 
Pa.; K. H. Schmidt, National of Vermont, Ak- 
ron, O.; L. R. Schuster Jr., General American 
Life, El Paso; R. O. Segal, independent, New 
York City; F. G. Sherer, Equitable of Iowa, 
Terre Haute, Ind.; J. W. Shoul, Mutual of New 
York, Boston; C. N. Siewers, Security Life & 
Trust, Winston-Salem, N. C.; A. L. Smith, Jef- 
ferson Standard Life, Birmingham; C. E. 
Smith, Northwestern Mutual, Chicago; Solo- 
mon Smith, Northwestern Mutual, Boston. 

L. A. Spencer, Equitable Society, Youngs- 
town, O.; L. T. Stearn, Northwestern Mutual, 
Minneapolis; J. E. Steger, Massachusetts 
Mutual, St. Paul; L. R. Stein, Home Life of 
New York, East Orange, N. J.; B. L. Stern, 
New England Life, New York City; B. A. 
Stevenson, Imperial Life of Canada, Toronto; 
G. W. Stewart, Penn Mutual, Pittsburgh, J. B. 
Stoudémire, Massachusetts Mutual, Jackson- 
ville; R. H. Tarr, New York Life, Hanford, Cal. 
N. M. Taylor, New York Life, Denver; S. O. 
jThompson, New England Life, New York 
City; L. T. Tibensky, Northwestern Mutual, 
Chicago; J. O. Todd, Northwestern Mutual, 
Chicago; R. O. Trent, Mid-America Life, Okla- 
homa City; R. F. Triplett, New York Life, San 
Jose, Cal.; W. M. Trostle, Massachusetts Mu- 
tual, Cleveland; sF. S. Tuttle, Massachusetts 
Mutual, Syracuse; A. R. Urquhart, New Eng- 
land Life, Wilmington, N. C.; David Warshaw- 
sky, Lincoln National, Cleveland; L. H. War- 
shell, Acacia Mutual Life, Chicago. 

L. E. Weaver, New York Life, San Francis- 
co; Irving Weinberg, Connecticut General 
Life, New York City; G. J. Weiner, New York 
Life, Wilmington, Del.; W. F. White Jr., Union 
Central Life, Corpus Chrsti; R. C. Whitney, 
Connecticut .Mutual, Chicago; Jack Wolff, 
Southwestern Life, Houston; L. L. Wolfson, 
New York Life, Chicago; H. K. Wolkoff, 
Northwestern National, St. Paul; E. C. Woller, 
Central Life of ‘Iowa, Milwaukee; L. B. Wood 
Jr., National of Vermont, Atlanta; Johnny 
Wright, Southland Life, Tyler, Tex.; R. D. 
Wright, Bankers Life of Iowa, Alliance, O.; 
and K. A. Yoder, New England Life, Elkhart, 
Ind. 


Life 
M. L. Alberts, Equitable Society, Chicago; 
P. B. Banks, United Benefit Life, Philadel- 


phia; J. D. Banning, National of Vermont, 
Chicago; Donald Beaton, Canada Life, Toronto; 
D. G. Berry, independent, Miami; R. L. Blue, 
Continental Assurance, Miami; F. J. Brennan, 
Prudential, Jacksonville; T. W. Callihan, inde- 





STANDARD LIFE INSURANCE CO. of IND. 


INDIANA 


INDIANAPOLIS, 


IN THE DARK ON SELLING 


MUTUAL FUND SHARES ? 


The modern life insurance salesman has a 


mutual fund connection so as to round 


out his ability to fulfill his clients’ needs. Yet many salesmen are “in the dark’’ on 


the various requirements of licensing and 
Let us help answer your questions and sh 
this type of investment. Write me—today. 


GENERAL 


Tennessee @ 


Virginia ¢ 


being able to sell mutual fund shares. 
ow you how you might qualify to sell 


mo. g. Tloel, Agency Superintendent 


AGENCIES OPEN IN Arizona e California ¢ Delaware 
Florida © Georgia @ Illinois ¢ Indiana ¢ Kentucky ® Maryland 
Michigan @ Missouri © New Mexico @ Ohio @ Pennsylvania 








D. of C. @ Hawaii 





West Virginia ¢ 
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pendent, Boston; W. G. Carver, Ame 
Founders Life, San Antonio; M. C. Chier, Con. 
tinental Assurance, Milwaukee; D. C. Clary 
independent, New York City; R. N. Corrigs, 
independent, Norwalk, Cal.; A. C. Duckett 
Northwestern Mutual, Los Angeles; H. I, Da. 
vis, Massachusetts Mutual, Atlanta; G. A, Ey 
bank, Prudential, New York City; J. L. Fede 
Mutual of New York, New York City; L. 
Fink, Connecticut Mutual, New York City. 
M. F. Foster, Security Life & Trust, Green; 
boro, N. C.; Cecil Frankel, Equitable Sogj 
Los Angeles; P. E. Garrett, Ohio National Lif. 
Spokane. 

A. E. Gaumer, California-Western Stats 
Life, Red Bluff, Cal.; R. S. Gay, Prudentig, 
Detroit; L. J. Grayson, Travelers, Washingto, 
D. C.; W. S. Griffin, National of Vermont, 4; 
lanta; Morris Handler, New York Life, Ne, 
York City; R. A. Harrison, Franklin Life, Sy, 
ramento; R. R. Hays Jr., New England Lif 
Los Angeles; R. H. Henshaw, Franklin Lif, 
Philadelphia; R. A. Hilliard, Lincoln Nationy 
Life, Asheville, N. C.; F. C. Hirons, Unig, 
Central Life, Cincinnati; P. F. Hgwerton, Cop. 
necticut Mutual, Charlotte, N. C.; J. R. Hun. 
phries, Massachusetts Mutual, Atlanta; L, y 
Huppeler, New England Life, Boston; J. D.z 
Jones, Equitable Society, Providence; M. y 
Kaplan, Prudential, Atlanta; D. A. Kaufma, 
Northwestern Mutual, Evanston, IIl.; Harry Ie 
vey, Manhattan Life, Beverly Hills; Tom \. 
Niel, National of Vermont, Dallas; Louis Mej. 
ter, Mutual of New York, Hartford; Juliy 
Nadler, Union Labor Life, New York City; ¢ 
A. Novell, Prudential, Arcadia, Cal. 

A. J. Nussbaum, Massachusetts Mutual, Mj. 
waukee; G. W. Page, Provident Mutual, La 
Angeles; E. J. Parker, American Fidelity Lite 
Pensacola, Fla.; N. P. Paulus, State Mutu 
Life, Dayton, O.; J. K. Petrie, New Englani 
Life, Baton Rouge; R. C. Preble Jr., Nationa 
of Vermont, Chicago; Adam Rosenthal, Gen. 
eral American Life, St. Louis; W. C. Ros, 
Guardian Life, Milwaukee; C. J. Rennekamp, 
Aid Association for Lutherans, Wheaton, II: 
F. J. Rubenstein, Equitable Society, Balti. 
more; W. I. Russell, Northwestern Mutual, De. 
troit; C. H. Schaaff, Massachusetts Mutual, 
Springfield, Mass.; T. M. Scott, Penn Mutual, 
Philadelphia; L. P. Schwinger, Northwestem 
Mutual, Cedar Rapids, Ia.; W. S. Shafto, Mu 
tual of New York, Monroe, La.; C. G. Sharkey 
Jr., John Hancock, Dayton, O.; Marvin Sher. 
man, Equitable Society, Los Angeles; S. R 
Sientz, Continental Assurance, New York City; 
S. F. Smith, Connecticut General Life, Hart- 
ford; Bruce Sweet, Berkshire Life, Buffalo; 
J. H. Veatch, Northwestern Mutual, St. Louis; 
C. R. Welman, National of Vermont, Mont- 
pelier; C. P. Woodbury, American Fidelity 
Life, Pensacola, Fla. 


Qualifying and Life, First Time 


H. J. Alton, Union Labor Life, New York 
City; Milton Asfahl, Equitable of Iowa, Oklx 
homa City; O. R. Aspegren Jr., Ohio National, 
Chicago; Irving Backman, Mutual of New 
York, Boston; M. K. Bates, Prudential, Penn- 
sauken, N. J.; R. W. Behmer, Northwestern 
Mutual, Detroit; F. E. Brennan, New Eng- 
land Life, St. Louis; E. E. Brown Jr., Penn 
Mutual, Chattanooga; D. S. Busch, Massachu- 
setts Mutual, New York City; H. L. Carlsruh, 
Northwestern Mutual, Milwaukee; Jack Chase, 
New York Life, Riverside, Cal.; J. J. Collins, 
Mercantile Security Life, Dallas; R. N. Craig, 
National of Vermont, Joplin, Mo.; J. J. Edel- 
stein, Massachusetts Mutual, Garden City, 
N. Y¥.; W. H. Edwards, National of Vermont, 
Louisville; D. P. Fansler, Bankers of Nebras | 
ka, Fresno, Cal.; C. A. Georgiades, Pacific 
Mutual, Los Angeles; J. J. Gold, Mutual Ben- 
efit Life, Miami Beach; W. D. Goldfarb, 
Southwestern Life, El Paso; C. R. Haggard, 
Fidelity Union, Dallas. 

A. E. Hand, Un'‘ted Services Life, Belvedere, 
Cal.; L. J. Haring, New York Life, Toledo; G. 
L. Hoefler, New York Life, Dayton, O.; Max- 
well Kaufer, Connecticut Mutual, Los Angeles; 
Jerome Kosovich, New York Life, Billings, 
Mont.; J. J. Lansing, Northwestern Mutual, 
Mason City, Ia.; W. S. Lentz, North American 
Life of Chicago, Honolulu; K. W. Loring, Na- 
tional of Vermont, Miami; J. L. Lyons, Con- 
federation Life, Toronto; J. L. McKewen, Fi- 
delity Mutual, Birmingham, Ala.; R. E. Meiss- 
ner Jr., New York Life, Milwaukee; J. C. 
Metzker, New York Life, Corvallis, Ore.; J. J. 
Mondino, Northwestern Mutual, Centralia, IIL; 
J. C. Naglee, New York Life, Palo Alto, Cal.; 
R. W. O’Banion, Connecticut General Life, 
Houston; J. A. Packal, Home Life of New 
York, Cleveland; S. E. Peart Jr., New York 
Life, Woodland, Cal.; M. L. Pech, Northwestern 
National, Houston; Jack Peckinpaugh, Indian- 
apolis Life, Muncie, Ind.; R. L. Phillips, Lin- 
coln National, Fort Wayne; D. C. Pitts Jr., Fi- 
delity Union Life, Fort Worth; J. H. Reese Jr., 
Penn Mutual, Philadelphia. 

W. E. Rhodes, Fidelity Union Life, Dallas; 
W. L. Richardson Jr., New York Life, Cincin- 
nati; Don Robinson, Business Men’s Assurance, 
Salem, Ore.; J. H. Rooney, Equitable Society, 
Seattle; P. H. Rosamond, New York Life, Dal- 
las; D. M. Ross, Equitable Society, New York 
City; R. W. Rossman, Massachusetts Mutual, 
Franklin, O.; Rowe Rudolph Jr., Connecticut 
General Life, Denver; E. E. Russell, Great- 
West Life, Kansas City; Leon Schwartz, Pan- | 
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Notice the reducing death benefit for the em- 
ployee’s family under the conventional method? 
In spite of this, the Split-Dollar Plan has been a 
sales leader in the employee benefit field. 

There is, however, always this question: 
“Can’t we keep the family death benefit from 
decreasing each year*?” 

We're glad to say we have an answer, and the 
answer is “Yes — and at no increase in premium” 


DEATH BENEFIT 














a. te a 
: FAMILY'S SHARE: 
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be EMPLOYER'S SHARE 
AGE — 35 65 


- Conventional Method - 
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Ask the Massachusetts Mutual 


General Agent in your city to show you our new 
LEVEL BENEFIT METHOD. You'll like it. 














a a 
c. = 3 ¢ 
; : 
2° FAMILY'S SHARE; 
v 
: ww 
= EMPLOYER'S SHARE 
AGE — 35 65 


* New Level Benefit Method - 


*Based on the 1958 dividend schedule and rate of interest which are illustrative only and not guaranteed, a level family death benefit can be 


provided at least until age 72. 


Massachusetts /Vatual 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
The Policyholders’ Company 
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Want to 
Gef Up 


in the 


HeNATIONAL UNDERWRITER 


World... 


STAT E 


Insurance Company 


Indianapolis 
A MUTUAL COMPANY FOUNDED 1894 


with 


on you would like to see yourself in a bigger, 
. . giving orders and 

making decisions . ...-having an agency all your own. 
We at State Life are launching new agencies in many 
states all the time and are constantly on the alert for 
men like yourself who want to rocket to a successful 
future as a career underwriter under one of the most 


more rewarding position . 


generous contracts ever offered. 


Take advantage of State Life’s opportunities and 
you're sure of going up, UP, UP. Write today for our 
proposal . . . put off and you chance being left behind. 







Your Own 
Agency? 


DIHL H. LUCUS—Director of Agencies 





The 


LIFE 


























Mail this 
Coupon 
today 










Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


information, at no obligation to me. 


Name steal 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


I am interested in your service. Please send further 


Agent 


Gen. Agt. 





Address. 





City. State 











' Sewice folie Mnsurance Representatives 





Lincoln National, Baltimore; W. D. Shelby Jr., 
Acacia Mutual, Louisville; W. E. Shoemaker 
Jr., Equitable Soceity, Detroit; Garland Spon- 
burgh, Old American Life, Seatle; W. D. Stark 
Jr., American Heritage Life, Jacksonville; H. G. 
Thompson Jr., Northwestern Mutual, Charles- 
ton, W. Va.; J. H. Thurman, Penn Mutual, At- 
lanta; R. S. Towler, New England Life, Ra- 
leigh, N. C.; E. P. Warren, Mutual Benefit 
Life, Cleveland; H. I. Watanabe, New York 
Life, Los Angeles; W. G. Wegner, New Eng- 
land Life, Chicago; E. V. Whalen, New York 
Life, Chicago; H. Roger Willis, Northwestern 
Mutual, Oakland; W. J. Witherspoon Jr., New 
York Life, Billings, Mont. 


Qualifying, Repeating 


A. G. Brown, Confederation Life, Toronto; 
G. F. Bryon, Massachusetts Mutual, Manhas- 
set, N. Y.; W. G. Chote, Southwestern Life, 
Austin, Tex.; P. L. Courtney, United Services 
Life, La Jolla, Cal.; A. H. Dauman, Phoenix 
Mutual, New York City; J. P. Duncan, Jeffer- 
son Standard, Marshall, Tex.; E. K. Druart, In- 
dianapolis Life, Fort Wayne; H. E. English, 
Lincoln National, Chicago; Bev Ficke, Na- 
tional of Vermont, Dallas; H. N. Fitter, Phoe- 
nix Mutual, Detroit; T. E. Flanigan, Sun Life 
of Canada, St. Louis; L. W. Friesen, American 
General Life, Lufkin, Tex.; Charles Fuller II, 
Connecticut Mutual, Chicago; J. C. Gentle, 
Penn Mutual, Philadelphia; J. S. Graves, Gen- 
eral American Life, St. Louis; Sol Gutow, 
New York Life, Chicago; P. S. Hack, North- 
western Mutual, Phoenix; R. H. Hartley, 
Southwestern Life, Tulsa; A. F. Hill, Pruden- 
tial, San Francisco; H. K. Holladay, National 
of Vermont, Augusta, Ga. 

J. F. Johnson Jr., National of Vermont, Mine- 
ola, N. Y.; G. J. Howorth, Liberty Life, Atlan- 
ta; D. J. Kaiser, Connecticut General Life, 
Philadelphia; A. C. Kane, Continental Ameri- 
can, Newark; J. W. Kennedy, New England 
Life, Toledo; A. S. Koller, Mutual of New 
York, Cincinnati; A. R. McAllister, American 
Fidelity Life, Warrington, Fla.; J. P. McCar- 
thy, Massachusetts Mutual, Joliet, Hl.; J. A. 
McKinnon, New York Life, Albuquerque, 
N. M.; R. E. Mauch, American Fidelity Life, 
Pensacola, Fla.; W. R. Montague, Prudential, 
Oakland; T. S. Morgan, Prudential, Pearl City, 
Hawaii; E. C. Norton, Fidelity Mutual Life, 
Alton, Ill.; G. J. Pratt, Great-West Life, Min- 
neapolis; M. J. Rappaport, Great-West Life, 
Cincinnati; W. M. Rakow, United Services 
Life, Jacksonville, N. C.; W. V. Regan Jr., New 
York Life, San Francisco; C. V. Ricketts, Vol- 
unteer State Life, Chattanooga; O. G. Row- 
land, Southwestern Life, San Antonio. 

Mrs. W. A. Rowland, Southwestern Life, San 
Antonio; A. L. Schroeder, United Services 
Life, Long Beach, Cal.; B. M. Shoff, South- 
western Life, Bartlesville, Okla.; Abraham 
Stock, United Benefit Life, Philadelphia; H. 
P. Sweeney, Lincoln National, Cincinnati; 
Mills Taylor, Security Life & Trust, Charlotte, 
N. C.; Lew Tilin, Mutual of New York, San 
Francisco; A. H. Todd, London Life, Calgary, 
Canada; G. S. Vrionis, Phoenix Mutual, New 
New York City; H. L. Villinger, Mutual Ben- 
efit Life, Sockton, Cal.; Herman Watson, 
Franklin Life, Fort Payne, Ala.; B. A. Wieder- 
mann, Union Central Life, San Antonio; D. 
McL. Witten, Union Cenral Life, Cincinnati; 
Woodie Wood, Southland Life, Dallas; C. R. 
Yates, New York Life, Gainesville, Fla. 


Qualifying, First time 


Phil Arnone, American National, San Fran- 
cisco; R. M. Bissey, United Services Life, 
Charleston, S. C.; R. M. Brinley, Philadelphia 
Life, Paramus, N. J.; R. E. Cohn, Southwest- 
ern Life, Fort Worth; B. M. Cottrell Jr., New 
York Life, Fairborn, O.; J. W. Cronin Jr., 
Connecticut Mutual, Miami; W. D. DeLavan, 
National Life of Vermont, Atlanta; L. O. Doyle 
Jr., Great-West, Minneapolis; Joe Fallon, Na- 
tional of Vermont, Sherman, Tex.; W. E. Flan- 
ders, Prudential, Honolulu; R. W. Fluegel, 
United Services Life, Crystal City, Mo.; E. W. 
Fugate, Phoenix Mutual, Janesville, Wis.; E. 
H. Golden, New York Life, Austin, Tex.; J. F. 
Guillett, United Services Life, Austin, Tex.; 
M. L. Hahs, Northwestern Mutual, Cape Girar- 
deau, Mo.; J. F. Haskins Sr., Commonwealth 
Life, Union City, Tenn.; Del Kenyon, New 
York Life, Savannah; M. B. Lamar Jr., Fidel- 
ity Mutual, Philadelphia. 

Robert Lotz, Penn Mutual, Chicago; J. L. 
Lozier, Central Life of Iowa, Stillwater, Okla.; 
W. J. MacFarlane, Sun Life of: Canada, Chica- 
go; G. L. Malquist, New York Life, San Fran- 
cisco; R. B. Menin, New England Life, New 
York City; Vernon S. Miller, Pan-American, 
Clayton, Mo.; Dixon Perry-Smith, New York 
Life, Denver; Frank Ridge, Mutual Benefit 
Life, Washington, D. C.; C. R. Schlotman Sr., 
Continental Assurance, Cincinnati; F. E. S m- 
men Jr., American National, La Marque, Tex.; 
J. B. Simonton, National of Vermont, Atlanta; 
C. H. Stevenson Jr., North American Life & 
Casualty, Minneapolis; M. M. Stewart, Bene- 
ficial Life, Eugene, Ore.; L. E. Swallow, Na- 
tional of Vermont, Houlton, Me.; J. G. Urqu- 
hart, United Services Life, Washington, D. C.; 
W. E. Warnkin, Columbus Mutual, Cleveland; 
J. G. Weir, Fidelity Union Life, Dallas; Fred 
F. Wiedemann, Franklin Life, Dallas; F. W. 
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THINK... 


WHY are you paid the same 

commission as the lowest pro. 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con. 
2] tinuing reward for attracting 

good producers to your agency? 

WHY are your renewal commis. 

sions for low lapses the same 

as paid to other representatives 
for high lapses? 


WHY is your renewal commis. 
sion schedule so low if persis 
tency is so vitally important? 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com: 
panies. 


WHY is All American Life & 
Casualty Company, having 
started writing Life Insurance 


in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 
ke c Casualty 


(ols key -Xere) Company 


General Offices: All American Building 
PARK RIDGE, ILLINOIS 











Service Guide + | 








— 








ACTUARIAL COMPUTING 
SERVICE, INC. 
684 West Peachtree Street, 
N. W., Atlanta 8, Georgia, 
27S, P.O. Box 6192. Telephone 
TRinity 5-6727. 














18. 195} guary 18, 1958 ! LIFE INSURANCE EDITION 17 


anies 
9 


acting 
gency? 


Persis- 


| com- 


[point 
rican 


"ance 














1957 | 


THE GREATEST YEAR 


IN OUR 
EIGHTY-NINE YEAR 
HISTORY 


Y.. in New Business Sold 


Y..in Average Annual 
Production Per Agent 


Y. .in New Manpower 


Acacia MUTUAL LIFE INSURANCE COMPANY 


Where you get tomorrow's protection today! 
























Home Office 
Washington, D. C. 
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FIELD CHANGES 


ican’s Simmons agency at New Or- 
leans. He has been a group repre- 
sentative in the home office. Estab- 
lishment of the New Orleans regional 
group office is the result of expanded 
sales of group life and hospitalization 
in the territory. 


Life Of North America 


Arthur C. Beau- 
mont Jr. has been 
named manager 
of Life of North 
America’s new 
Grand Rapids ser- 





National Life Of Vermont 


Graham W. McCallie has 
appointed general 
agent of National 
Life of Vermont in 
Columbus, O., to 
succeed Truman 
H. Cummings, wno 
has been general 
agent for 40 years. 
Mr. McCallie was 
named an associ- 
ate general agent 
in 1954 when he 
opened a_ district 


been 





office in Miami. vice office. The 
He joined the office, located - in 
company at At-  G. W. McCallie the Keeler build- 
lanta in 1953. ing, is the 12th 


opened in the past 
two months. Mr. 
Beaumont, in the 
business 10 years, 
has been super- 
visor of Aetna 
Life in Detroit. 


Pan-American Life 


Norman F. Hodgins has been ap- 
pointed regional group manager for 
New Orleans and surrounding terri- 
tories with headquarters in Pan-Amer- 


A. C. Beaumont Jr. 


people 
processes 
products 


Our function as a life insurance company 
is accomplished through a blending of 
quality people, quality processes and 
quality products. 


Quality, however, is not static. There is 
continuous evolution. 


Our 1958 Agent’s Manual, just issued, 
reports the evolution of product. There 
are general lowering of rates with a three- 
step method of discount for size, new 
plans of insurance and improvement of 
existing plans for more flexibility. 


dc>5 


CONNECTICUT GENERAL 


Life Insurance Company, Hartford 
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South Bend to Indianapolis, and Hay. 
vey A, Culpepper from Charlotte ty Namec 
Raleigh. a 1 
.. Agency service representatives of si 
Travelers transferred are’ David 4 
Crockett from Fresno to San Francis. 
co;;William R. Lysinger from Proy.f4 
idence to Washihgtofi; Sydney J. 4). 
len Jr. from Grand Rapids to Atlanta 
and Robert K. Brown from Gran 
Rapids to New York. 

Promoted to district group super. 
visors of Travelers were James 
Tucker, Birmingham; Robert E, Vig. 
neau, Dayton: Verner Rieck, Louis. 
ville; Robert E. McCubbin, New 0, 
leans; Carl J. Van Heuit, Oakland 
Cal.; Walter C. Blaney, Rocheste 
N.Y.; A. Craig Holder, Sacrament 
Chester C. Aronson Jr., St. Pay} 
George E. Grant, Toledo; Raymond J] 
Regan, Washington; Arch E. Paterson, 
Wichita; James W. Tarter, Chicago 
and Acker E. Young, Philadelphia. 

Promoted to assistant district grow 
supervisors of Travelers were Day 
P. Harris and George D. Johnson, both 
of Chicago; John E. Gilmore, Colum. 
bus O.; Harry C. Trent, Cincinnati 
David F. Kidney Jr., Cleveland; Charl 
E. Stowell and John H. Sutton, both 
of Detroit; William J. Desmond jr, 
Hartford; Harry L. Ewell, Houston: 
George D. Hankins, Jacksonville; Mar. 
vin E. Herbst and Richard T. Rg. 
mond, both of Los Angeles; Charlg 
A. S. Hatfield Jr., Manchester, NF: 
Samuel B. May, Milwaukee; Sydne 
E. Payne, Montreal; Jack T. John 
San Antonio, and Roger C. Petersop 
San Francisco. 

Promoted to group supervisors 3 
Travelers were John W. Curry, Bos. 
ton; Robert W. Gerrard, Buffalo; Rob 
ert P. Wye, Charlotte; Paul N. Hol 
brook, Brooks R. Joslin and Robert 
E. Smith, all Chicago; William 
Melms, Peoria, Ill.; Elmer L. Staug, 
Cleveland; Daniel E. Nyberg, De 
Moines; James T. Moynihan, Detroit; 
Fred M. Whitaker, Los Angeles; Jom 
R. Hillen, Milwaukee; Richard D. Nar. 
um, Minneapolis; Algie F. Andrews 
Newark; Robert G. Craver, New Or 
leans; Roland J. Bessette, Robert L’ 
Chabert, Francis A. LeFurgy Jr, 
Charles A. Schoenster and Raymond 
P. Simpson Jr., all of New York; Rob- 
ert A. LaPlant, Pittsburgh; Charles 
F. Finley, Richmond; Norman C. Har 


Travelers — 


Dewey M. Kantz, Robert: L. Hutch- 
inson and Shelley A. Grover have been 
named brokerage managers of. Tray- 
elers at Chicago, New York and Hous- 
ton, respectively. Mr. Kantz has béen 
assistant manager at Chicago since 
1938. Mr. Hutchinson was named man- 
ager at New Haven in 1951 and was 
transferred to Philadelphia later that 
year. He became assistant manager 
at New York in 1955. Mr. Grover 
started his career with Travelers in 
1953 as a field supervisor at Houston. 

Field supervisors promoted to as- 
sistant managers of Travelers are 
Stewart S. Baker, Bridgeport,* Conn.; 
George K. Salt, Miami; Robert C. 
Bridegum, Camden, N.J.; Robert C. 
Herklots, Providence; Dennis L. Bales 
Jr., Rayford L. Bolin and John F. 
Maika, Dallas; John D. Arinder, Hous- 
ton; William D. Hancock, Lubbock; 
Eugene H. Bult, Salt Lake City; James 
R. Bryant Jr.; Richmond; William T. 
Stinchcomb, Milwaukee; Samuel A. 
Hughes, Toronto, and Walter R. Twed- 
dell, Quebec. 

Assistant managers of Travelers 
transferred are Allan J. Urquhart from 
Springfield to Washington; Ernest G. 
Schlanbusch from Spokane to Chica- 
go; Gerrit J. Van Westenbrugge II 
from Grand Rapids to Chicago; Edg- 
erly E. Watts from Des Moines to 
Cedar Rapids; Wallace L. Sandberg 
from Minneapolis to Detroit, and John 
S. Smith from Newark to Trenton, 
N.J 


Provide 


Provid 
cies in C 





Ww. R. Hi 


Fort La 
ard L. | 
inson, a 
respecti' 
Cormick 


Agency service representatives pro- 
moted to field supervisors of Trav- 
elers are Ronald K. Ehrke, San Fran- 
cisco; Curtis L. Hackworth, Denver; 
Alan C. Johnson, Hartford; Ralph O. 
Osteen, Jacksonville; Andrew J. Bed- 
sole, Atlanta, George A. Ensign, Chi- 
cago; Ralph L. Krone, Wichita; Earl 
H. Bell, New Orleans; Otis N. Harten 
Jr., Detroit; Ross E. Hall, Manchester, 
N.H.; Craig W. Diebolt, Buffalo; Al- 
bert M. Campbell, Charlotte; Donald 
S. Laughlin Jr., Boston;..Hal G. Tip- 
pett, Columbus, O.; John B.'McCreary, 
Erie; E. Kar] Anderson, Dallas; James 
C. Hopkins, Houston; James C. Thom- 
as, Milwaukee, and William A. Neen, 
Vancouver. 

Field supervisors of Travelers trans- 
ferred are Robert C. Stanhope from 
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18, 1959] ,i; San Francisco; Alvin E. Amman, 
“I penver; Clair E. Bishop, South Bend; 
George C. Rapp, Toledo, and John E. 
ind Har. raylor, Worcester, Mass. 
rlotte tof “Named supervisor of group pen- 
. sions of Travelers at New York was 
tives of fdward E. Burrows. 
avid A John R. Houser, group supervisor 
Francis. at Los Angeles, was transferred to 
m Proy.f phoenix, while Robert Novitzky, group 
: Alf ypervisor at San Francisco, was 
Atlanta} pansferred to Fresno. 


Provident Mutual 


Provident Mutual has opened agen- 
F cies in Columbus, O., Jacksonville and 





R. L. Wohlman 


W. R. Hutchinson 


Fort Lauderdale and appointed Rich- 
ard L. WohIman, W. Richard Hutch- 
inson, and Hal B. Armentrout Jr. as 
respective managers. James R. Mc- 
T. Ray. Cormick has been named manager in 





H. B. Armentrout Jr. 


Syracuse and Charles A. Zaw- 
"| acki has been appointed manager of 
i} a second agency in Portland, Ore. In 
| Philadelphia, A. Morse Baker, gen- 
eral agent of the home office agency, 
has been appointed associate general 
agent and James A. Schnaars has been 
appointed manager of the agency. Mr. 


J. R. McCormick 





























J. A. Schnaars C. A. Zawacki 


i Wohlman has been in the manage- 
> ment training section since 1956. Mr. 
Hutchinson has been assistant man- 
| ager at Jacksonville. Mr. Armentrout 
has been assistant manager in charge: 
of the Fort Lauderdale office since’ 
April. Mr. McCormick and Mr. Zaw-; 
acki have been in the management’ 
training section since May. Mr.’ 
/)jSchnaars algo has been in the man- 
))) 8ement training section. Mr. Baker, 
} Joined Provident Mutual in 1922 and, 
was appointed general agent in 1935. 


Massachusetts Mutual 


Bruce MacFarlane, Massachusetis. 
Mutual’s associate director of group 
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sales since 1956, has been named re- 
gional group. manager of the north- 
eastern region, with headquarters in 
Boston. He succeeds Herbert S. Woods, 
who has requested permission to de- 
voté~ more time to. personal produc- 
tion and who will be district group 
manager at Boston. Mr. MacFarlane 
joined the policy department in 1930 
= entered the group department in 
Douglas C. Macdonald has been 
named assistant general agent of Mas- 
sachusetts Mutual at Tulsa. In the 
business since 1947, he was a faculty 
member and associate director of the 
SMU Institute for four years. He is 
a CLU. 


Prudential 


Byron L. Morgan of the East St. 
Louis district office has been trans- 
ferred to the new Alton, IIl., district 
office where he will be manager. He 
has been with the company since 1934 
when he became an agent in Evan- 
ston, Il. 

Walter J. Carlin, formerly staff 
manager in Gary, has been promoted 
to manager of the Indiana Shore dis- 


' trict office there. The office replaces 


the Gary district office which has been 
relocated in Hammond, Ind. Joseph 
F. Benne will head the Hammond of- 
fice. 


Fidelity Mutual 


Willard R. Wampler Jr., has been 
appointed general agent of a new 
agency of Fidelity Mutual-at San Di- 
ego, with offices at 1400 Fifth avenue. 
He joined the company at Los An- 
geles in 1947 and has been a super- 
visor there since 1952. 


State Mutual Life 


Norman L. Horner and Stanley J. 
Rosenthal have been appointed man- 
agers at San Francisco and Louisville, 
respectively, and Timothy W. Foley 





S. J. Rosenthal Norman L. Horner 

has been appointed director of brok- 
erage sales in the 370 Lexington ave- 
nue agency of State Mutual in New 
York City. The latter position was 
created to enable Mr. Foley to devote 
his entire effort to the building of 
brokerage business. He has relin- 
quished his general agency duties. 
He joined State Mutual in 1921, be- 
coming general agent of the uptown 
office in 1938. He is a past president 
of the State Mutual general agents’ 
association, New York City Life Man- 


agers Assn., and Midtown Managers. 


Assn. : 

Mr. Horner succeeds Charles H. 
Biesel, who will continue with the 
agency in personal production and 
brokerage. Except for navy service, 
Mr. Horner has been in supervisory 
and managerial positions in the home 
office and field since 1933 for Mutual; 


' of New York and California Life. 


Mr. Rosenthal entered life insurance 
in 1953 and since 1956 has been as- 
sistant general agent of State Mutual’s 
Cerf agency at New York. 


CENTRAL ASSURANCE COMPANY 


COLUMBUS 5, 


OHIO 










John D. Shafer, President 
Write for complete infermetion en our 


ACCIDENT & HEALTH, LIFE AND HOSPITALIZATION PLANS 





1958 CAN BE YOUR BEST YEAR— 
IF YOU PLAN IT THAT WAY! 


Your key to success in reaching your goal this year is: 
(1) set yourself a realistic goal that betters your last year’s 
record, and then, (2) plan 1958 now—and plan regularly 
throughout the year! 

The Clay Hamlin “DEFINITIZER” is the ideal tool for 
planning—proved by thousands of fieldmen. A practical 
system; each booklet has space for plans and records of 
a month’s work. Pocket size, 4 x 8, 32 pages. 





Year’s supply, 12 copies, only $2.40 














Term? 


HAVE YOU EVER WISHED 
THERE WAS A POLICY THAT 





1. Featured low cost 
2. Would not expire at age 65 or 70 
3. Did not have to be converted at very high rates 
4.. Had very high paid-up values 


We have the contract that meets these requirements 
We call it GUARANTEED MAXIMUM PROTECTION* 
ian ..-it is truly Lifetime Term! , 


‘YOUR | Maximum Death Benefit per premium dollar 
CLIENT < Level Lifetime protection for low guaranteed premium 
GETS { Maximum paid-up insurance per premium dollar invested 


G.M.P’ is Lifetime Term! 


* Whole Life non par $25,000 minimum 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES: 


BALTIMORE e BOISE ¢ CHICAGO ¢ CINCINNATI e CLEVELAND e COLUMBUS © DETROIT © HARTFORD 
HONOLULU e LANSING e LOS ANGELES « MIAMI ¢ MINNEAPOLIS ¢ NEWARK e PHILADELPHIA 
“PITTSBURGH e PORTLAND SAGINAW ¢ SAN FRANCISCO SEATTLE © SPOKANE WASHINGTON, D.C. -- 


Also licensed in Alaska, Arizona, Colorado, Delaware, Indiana, Kentucky, 
Maine, Nevada, New Hampshire, Utah, Vermont, Virginia, and West Virginia 


MANUFACTURERS 
INSURANCE LIFE COMPANY 
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HOME OFFICE CHANGES 





Federal Life Of Chicago 


Gene J. Quirini has been named 
advertising and publicity director and 
replaces Thomas Johnson. He has been 
with Allstate as a training depart- 
ment motion picture director. During 
army service, from which he returned 
to the U. S. in May of last year, he 
was a writer for the public infor- 
mation office in Frankfurt, Germany. 


Bankers National Life 


William H. Hackett has been named 
director of sales promotion and ad- 
vertising of Bankers National Life. He 
joined the Spectator as associate ed- 
itor in 1946 and became managing 
editor in 1947. He was named associate 
director of public relations of Amer- 
ican group in 1948 and was promoted 
to superintendent of advertising in 

















Sales increased 
first month with 


PROTECTIVE 


Mr. James G. Mallas 
1008 Johnston Building 
Charlotte, North Carolina 


Dear Jim: 


The record of production and earnings which you have compiled 
during your first few months with Protective Life is indicative 
of the fine records being compiled by so many of the new field 
men which the Company has added in its recently inaugurated 


Agency Expansion Program. 


was greater than 
duction. During 
you earned in excess of $4,500 


policy contracts, 





credit is yours. 


Jim, there are any number of good Companies with whom you 
could achieve life insurance success. You hold the key within 
yourself. Protective Life in grateful that you are giving it the 
chance to provide the Opportunity. 


Your sincere good friend, 


William J. Rushton _~ 
President a“ 


General Agency Openings 
Throughout the Southeast 
Write to C. B. Barksdale, 
Agency Vice-President 


PROTECTIVE 


William J. Rushton 
President 


cere 


During your first month with Protective Life, 
your previous average monthly rate of pro- 
your first three months with the Company, 


overriding, and at your present rate of production you will 
earn $20,000 during your first year with Protective Life. 


While we at Protective Life believe that our methods, 
and sales material have been instrumental in 
your success, we fully realize that the greater share of the 
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your production 


in first year commissions and 


service, 












Serving the South 
Since 1907 





PROTECTIVE LIFE BUILDING 
BIRMINGHAM, ALABAMA 


1956. The following year, he was 
named supervisor of sales promotion 
and advertising. He has been on the 
executive committee of Insurance Ad- 
vertising Conference and on the ad- 
vertising committee of Marine Office 
of America. He is a CPCU. 


Franklin Life 

William N. Tolleson has been elect- 
ed vice-president of Franklin Life and 
will be in charge of several western 





W. N. Tolleson J. R. Maloy 


states. He has established headquar- 
ters at Denver. 

James R. Maloy has been promoted 
to director of sales of Franklin. 

Mr, Tolleson has been in the home 
office agency department as director 
of agency development since last sum- 
mer. His promotion to vice-president 
and move to Denver is in line with 
Franklin’s decentralization program 
designed for more intensive develop- 
ment of special areas. 

Mr. Maloy joined the home office 
agency staff in 1957 as director of 
field training. He had been with the 
company in the southeastern division 
for the previous four years. 


Aid Assn. For Lutherans 


Walter L. Rugland has been named 
president of Aid Association for Luth- 
erans, succeeding Otto C. Rentner who 





Walter L. Rugland Otto C. Rentner 


has retired. Mr. Rentner will continue 
as director and general counsel of the 
association. 

Mr. Rugland joined the association 
as actuary in 1943, having been on the 
actuarial staff of Metropolitan Life. 
In 1947 he was elected to the board 
and since 1953 has been a vice-pres- 
ident. He is a fellow of the Society of 
Actuaries and is on the executive 
committee of the National Fraternal 
Congress of America. 

Mr. Rentner, who has been with the 
association since 1909, helped organ- 
ize the first A.A.L. Federation in II- 
linois in 1910. In 1917 he was elected 
director and became general counsel. 
He became a vice-president in 1947, 
and in 1956 was elected president suc- 
ceeding the late LeRoy G. Stohlman. 
Mr. Rentner practiced law in Chi- 
cago until 1947, and is a member of 
the law committee of the National 
Fraternal Congress of America. 


Prudential 


Robert F. Oswald has been appoint- 
ed manager of field training at the 
Chicago regional home office. Previ- 
ously a training consultant in the di- 
vision he now heads, Mr. Oswald has 
been with Prudential for 17 years. 

William R. Duffel has been appoint- 
ed director of ordinary agencies in 
the western home office at Los An- 
geles. He will supervise 600 ordinary 
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agency field representatives in 24 y ntial 
fices throughout southern Califor; ice 

Arizona, Colorado, and parts of NB 3 toc! 
vada, New Mexico and Wyoming. ; eile 
joined Prudential in 1949 as speggy ™°' 
agent in San Francisco, and Pee 
named manager in 1956. 4 ware 

Herbert Schilbe, manager of 4, _ - 

San Joaquin valley agency at Fresy, 6 n : 
will succeed Mr. Duffel at San Fra _ 1 
cisco; C. J. Boone, manager of , Gvar 
Portland, Ore., agency, will succe ota te 
Mr, Schilbe at Fresno; and Nath ve yt 
Barocas, manager at Seattle, will sy’ tes 


ceed Mr. Boone at Portland. 
Karl P. Johnson has been promoty! ae 
to associate general manager in Phy ™ 
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home 


NOW! — 
from Continental 


The Right Plan 
of Group Insurancy = 
for Firms of | %: 





Amer 
ville. 





Every Size | Ne" 
E. 

to 2n 

Now, your firm can have group mini: 

insurance designed expressly for depa! 

your needs ... whether you have — 

just a few employees or very 
many. Continental Assurance City 

offers every standard coverage: John 

life, sickness, accident, hospital, trict 

nurse and surgical. And Conti- reple 

nental also offers many unusual oa 
group services: pot 

1. Group Long-Term Dis- tran: 

ability, ideal protection for gion: 

key men and executives. ~~ 

2. Group Non-Cancellable at B 

Hospital-Surgical benefits beca 

for retired employees and Yor! 

their dependents. aa 

3. Group Major Medical to cago 

carry the immense financial dist 

load presented by serious, sinc 
prolonged medical care. Fi 

irs 


Group Hospital-Surgical 
conversion privilege for ter- ~ 
minating employees, a Con- | 
tinental first. 


4 


Backing every Continental plan 
is a tradition of flexibility. Con- * 
tinental is determined to make 
your group plan as attractive 
as possible. Write us for in- 
formation. Or, talk with your 
agent and broker and learn the 
difference between realistic pro- 
tection and just another plan. 
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Assurance Companys J 
310 South Michigan Avenue 
Chicago 4, Illinois 
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dential’s Minneapolis regional home 
office succeeding the late James F. 
Bostock who was killed in an auto- 
mobile accident last October. Mr. John- 
son will assist Milford W. Schueler, 
general manager for investments, in 
directing the mortgage loan and real 
estate investment department. He has 
peen assistant director of the mort- 
age loan department in Prudential’s 
Newark home office. Mr. Johnson 
joined Prudential in 1935 in Chicago. 
He transferred to the mortgage loan 
office in Los Angeles in 1938, became 
roduction manager there in 1949, and 
transferred to Newark last April. 


Equitable Life Of lowa 


Robert A. Alford has been appointed 
home office field supervisor for Equi- 
table Life of Iowa. 
Mr. Alford began 
his insurance 
career as an agent 
with North Ameri- 
can Life in Kansas 
City, becoming 
general agent and 
home office agen- 
cy secretary. From 
1951 to 1957 he 
was assistant 
agency vice-presi- 
dent of Protective 
Life in Birming- 
ham, and in 1957 
become vice-pres- 
ident and director of agencies of 
American Heritage Life of Jackson- 
ville. 


New York Life 


E. J. Anderson has been promoted 
to 2nd vice-president in charge of ad- 
ministration of New York Life’s group 
department. He will be replaced as 
regional group manager of the north- 
east region by William Harford, who 
has been in charge of the New York 
City downtown group office. H. Roy 
Johnson, who has been assistant dis- 
trict group manager in Philadelphia, 
replaces Mr. Harford. Mr. Anderson 
joined the company at San Francisco 
as district group supervisor in 1951 
and advanced to manager. He was 
transferred to the home office as re- 
gional manager of the northeast re- 
gion in 1956. Mr. Harford joined New 
York Life as district group manager 
at Boston office in 1951 and recently 
became district group manager at New 
York. Mr. Johnson joined the company 
as a group representative at Chi- 
cago in 1951 and has been assistant 
district group manager at Philadelphia 
since 1956. 


First Colony Life 





R. A. Alford 


First Colony 
Life has esta- 
blished a separate 
group department 
under the direc- 
tion of Edward T. 
Kirkeby, who be- 
comes its manager. 
The company has 
been writing group 
since 1956. Mr. 
Kirkeby joined 
First Colony as an 
agency assistant 
in 1956 after nine 
years with John- 
son & Higgins. 


Pan-American Life 


Richard M. Fridley has been pro- 
moted from actuarial assistant to as- 
sistant actuary of Pan-American Life. 
Before joining Pan-American a year 
ago, he had been with Automotive 
Life of New Orleans and Guarantee 
Mutual Life. 


Connecticut Mutual 


John G. Martin, president of Heub- 
lein, Inc., has been elected a director 
of Connecticut Mutual. 


LONDON LIFE—Ora D. Newton, 
assistant general manager and execu- 
tive secretary, has retired after 49 
years with the company. He joined 
London Life in 1908. 





E. T. Kirkeby 
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Life Of Virginia 

Charles C. Fleming, editor and as- 
sistant vice-president of Life of Vir- 
ginia, has retired. He joined the 
company as editor of publications in 
1926 after working as an agent for 
Life of Virginia and as. district man- 
ager for Massachusetts Mutual in 
Staunton, Va. Since 1945 he has served 
both as editor and assistant vice-pres- 
ident. He is a charter member of the 
southern round table and was its 
chairman in 1933-34. He was secre- 
tary of Insurance Advertising Con- 
ference in 1933 when the life group 
withdrew and established Life Insur- 
ance Advertisers Assn. He was a 
founder of LAA and its fourth presi- 
dent. Robert B. Lancaster, assistant 
secretary since 1957, succeeds Mr. 
Fleming as editor. Mr. Lancaster 
joined Life of Virginia in 1928 and 
subsequently served at Washington. 
He also has been auditor, purchasing 
agent and director of publicity. 

William L, Bramble and J. Maurice 
Miller Jr. have been promoted from 
counsel to assistant general counsel 
of Life of Virginia. Dr. Howard M. Mc- 
Cue Jr. was promoted from assistant 
medical director to associate medical 
director, and Dr. John B. Bullock, a 
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member of the medical staff, was ad- 
vanced to assistant medical director. 
Elected assistant secretaries were J. 
Marvin Watson Jr., assistant manager 
of the bond division, E. Wellford Brit- 
ton and William D. Butler, inspectors 
of the mortgage loan division. 


Maccabees 


Al Staeheli has 
been appointed as- 
sistant to Presi- 
dent George Shel- 
ley. A consulting 
actuary since 1936, 
Mr. Staeheli is a 
former partner of 
Woodward & Fon- 
diller, consulting 
actuaries of New 
York City. He is a 
member of Con- 
sulting Actuaries 
in Public Practice. 






Al Staeheli 


New England Life 


Charles J. Lamb, supervisor in the 
Baldwin agency of New England Life 
at Washington, has been appointed as- 
sistant director of agencies. He joined 
the company in 1951 and is a member 
of Million Dollar Round Table. 


NOT YET, ANY WAY... 


In case you’ve been wondering, we are not yet 


accepting applications for agencies in any outer 


There are still quite a few people in the good j 


old U. S. A, we haven't written yet. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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Business Men’s Assurance 


Dr. G. Burton Appleford has re- 
joined Business Men’s Assurance as 
assistant medical director after a pe- 
riod of private practice in Ware, Mass. 
A graduate of Tufts University 
medical school, Dr. Appleford has done 
advanced study in cardiology, electro- 
cardiography and internal medicine. 


State Mutual 


Raymond N. Hayes Jr. has been 
appointed manager of the A&S claims 
department, law division, of State Mu- 
tual. His father, the late Raymond N. 
Hayes, retired after more than 40 years 
of service with the company. He had 
been secretary and public relations 
director. The younger Mr. Hayes 
entered the business in the A&S claim 
department of Paul Revere Life in 
1950 and went into the field in Find- 
lay, O., in 1955. 


North American Life, Chicago 


Wesley E. Hardin has been promoted 
to director of training. He joined the 
company as an agency supervisor in 
1955. Before joining North American, 
he was with Franklin Life and Wash- 
ington National. 
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Are you on 
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Santa Barbara...Lake Louise 
...that’s our convention schedule ~ 
for this year and next. You can 
open the door to a Pacific National Life general 
agent career for yourself. When you do, you'll 
enjoy non-contributory pension plan and be able 
to offer top commission contracts to your agents. 
How about it? Why not write to: Kenneth W. 
Cring, Vice-President and Supt. of Agents. Do 
it Now! Travel on the winning team. 
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PACIFIC NATIONAL LIFE 
ferosurance (2. 


Home Office: 411 East South Temple, ~ 
Salt Lake City, Utch -:- Ray H. Peterson, Pres. 
Kenneth W. Cring, Vice-Pres. and Supt. of Agents. 
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ACTUARIES 








CALIFORNIA 


ILLINOIS (Cont.) 3B 





COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Frar.cisco Denver Los Angeles 








CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, IIl. 
Telephone WAbash 2-3575 


123 Million Now Have Some Form Of Aé&S Cover 


(CONTINUED FROM PAGE 4) 


penses, 35 million for regular medical 
expenses, and loss-of-income insur- 
ance policies covered 32 million per- 
sons. Some 13 million persons were 
estimated to have protection against 
major medical expenses. 

Benefit payments by insurance 
companies to policyholders through 
October of last year were more than 
15% higher than the same time the 
year before, according to the institute. 
More than $2 billion had been paid to 
help defray the cost of health care at 
the end of the first 10 months. It was 
estimated that the total amount of 
benefits paid by Dec. 31 rose to an 
unprecedented $2.4 billion. 

The year 1957 also saw expansion 
of health insurance to include protec- 
tion for more and more of the popu- 
lation, the institute said. Policies de- 
signed to afford coverage for retired 
workers and for those over age 65 
continued to increase in number. A 
recent nationwide survey indicated 
that the number of group insurance 
plans offering the retired worker the 
option either to continue his insur- 
ance under the group or to convert his 
health insurance coverage to an indi- 
vidual policy has more than doubled 
within the last four years alone. Re- 
cently introduced health insurance 
with paid-up premiums at age 65 are 
also becoming increasingly popular, 
the institute found, while significant 
advances were noted in the number of 
policies in force which guarantee re- 
newal by the insurance company. 

Insurance used to help replace in- 
come lost as a result of illness or in- 


‘tives of the council were John H. 
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jury covered more people in 1957 than 
ever before. Of the total U. S. civilian 
labor force at the end of the year 
said the institute, an estimateii 63%, 
or 43 million persons, were protected 
by loss of income insurance policies 
and other salary continuation plans, 

In concluding its review of health 
insurance for the year, the institute 
took special note of the rise in the 
number of people covered by the two 
basic insuring methods. 

Purchases of individual and family 
type policies increased by an estj. 
mated 4% im 1957 and 110% in the 
seven years since 1950. Group health 
insurance policies rose some 15% by 
Dec. 31, up 265% during the seven. 
year period. The markedly higher per- 
centage increase, the institute ex. 
plained, has been due to the increas. 
ing number of “baby” groups—plans 
which often number less than 25 em- 
ployes—and which more _ insurance 
companies were making available jn 
1957 than ever before. 


Heads N. Y. Advisory Council 


Murray White, Aetna Life, has been 
elected chairman of the field agents’ 
advisory council of New York City 
Assn. of Life Underwriters, thus be. 
coming a member of the administrative 
committee and the board. He has been 
a council member for two years and 
was a board member before being 
elected to his present position. 

Also elected directors as representa- 


Ames, Mutual Benefit Life, and Louis 
Robinson, Metropolitan Life. 








GEORGIA 





RINTYE. STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. Atlanta 
JAckson 3-7771 











GA.-VA.=-N.Y. 





BOWLES, ANDREWS & TOWNE, Inc. 


ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 


EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 








IOWA 





TAYLOR AND TAYIOR 


Consulting Actuarial and 
IBM Statistical Service 


Home Oftice 814 American Bldg. 





Cedar Rapids, Iowa 








INDIANA & 
NEBRASKA 





Haight, Davis & Haight, Inc. 


Consulting Actuaries ; 
ARTHUR M. HAIGHT, President 


Indianapolis Omaha 





NEW YORK 





GEORGIA & 
MICHIGAN 





Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
3501 Cadillac Tower Detroit 26, Mich. 
1106 William Oliver Bldg. Atlanta, Ga. 











ILLINOIS 





CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 








Wolfe, Corcoran and Linder 


Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 


PENNSYLVANIA 








E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna. 











Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National. Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 
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a worthwhile 
and rewarding 


CAREER 









finest contract 


@ Sales aids ; 
@ Hospitalizayen, life, 
disability and retirement 


Dept. 1-WNU, Woodmen of the World, 


Unlimited Free Treatment for Pulmonary Tuberculesis 


‘, WOODMEN :. WORLD 
a THE \ 


< LIFE INSURANCE SOCIETY 


£2) Home Office: 1706 Fernem Street 










SINCE 0? World's Financially Strongest Fraternal Benefit Society 
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Over |imcluding Tax Clause In Will Is Important 
1957 than (CONTINUED FROM PAGE 8) 
+ CiVilian Ae . 
the year | sill nevertheless serious pitfalls in looked to to pay any deficiency with 
tea 63%. naving substantial properties held in resulting confusion and controversy. 
Protected joint names. Despite the disparaging remarks I 
> Policies Both before the 1954 code and, at have made to you regarding jointly 
Nn plans, | the present time the federal and New held property, there are a number of 
of health | York estate tax, results of holding pro- situations—but yours is not one of 
institute perty in joint names may be briefly them—where persons of very modest 
e in the | sated as follows. Upon the death of means whose estates would be far be- 
the two | one of the joint tenants the survivor low the $60,000 exemption applicable 
will have the burden of proving by in the case of the federal estate tax 

d family | clear and convincing evidence that he and which would not be taxable in 
an esti. | or she did in fact actually contribute view of the marital deduction and 
> in the | all or part of the purchase price of exemptions to spouses and children 
p health | the property so jointly held. This is granted by the New York tax law 
15% by | often an almost insuperable burden where it may be good judgment to 
> seven. | particularly in the case of joint bank hold property jointly by reason of the 
her per- | accounts where both of the joint ten- fact that there would be no necessity 
ute ex. | ants have made deposits and have to go through a probate proceeding, 
increas. | drawn on the account over a period of the property jointly held may be read- 
S—plans | years. These rules will apply to your ily made available to the surviving 
25 em- | two joint bank accounts aggregating joint tenant, the attorney’s fees and 
surance | $16,000. If possible, preserve records commissions of fiduciaries may be 
lable in | as to your and your wife’s respective greatly reduced, or even eliminated by 
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deposits and hereafter you would be 
well advised to have separate accounts. 
You may also wish to sever the joint 
bank account and set up separate ac- 
counts. 


You should also consider the gift tax 
in setting up joint property arrange- 
ments. In the case of the jointly held 
home (called a tenancy by the entirety 
in New York) purchased in 1942, you 
should have filed a gift tax return. 
You should even at this late date file 
a delinquent gift tax return. As to 
jointly held bank accounts, no gift is 
made until your wife actually draws 
on that account. 

Two other drawbacks to jointly held 
property should be mentioned. Al- 
though jointly held property will qual- 
ify for purposes of the federal and 
New York marital deduction, you 
should remember that the property 
passing to your wife upon your death 
will then be subject to estate taxation 
in her estate (on top of her $100,000 
expectancy from her mother) as well 
as additional administration expenses 
and that property could pass to her 
rather than your own relatives by in- 
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+ testacy if she should die without a 





will, your children having predeceased 
both of you. 

Another possible difficulty with 
joint tenancies is that if a large por- 
tion of your estate is jointly held, the 
portion of your estate passing under 
your will may be insufficient to meet 
your debts and administration expen- 
ses in which case the recipients of the 
jointly held property would have to be 


virtue of the joint tenancy. A common 
example of such a situation would be 
a married couple with two young chil- 
dren living in a $12,000 house in the 
suburbs of New York with a mortgage 
of $9,000 thereon with $600 in a sav- 
ings bank, the breadwinner’s salary of 
$5,500 a year and no financial ex- 
pectancies to speak of. In such a situa- 
tion there would be a real saving, 
financially and otherwise in the use 
of the device of jointly held property. 


Becomes Honorary Police Officer 
By Locating ‘Lost’ Police Chief 

Finding lost policyholders has 
brought a good deal of satisfaction 
to Miss R. Winifred Burr, assistant sec- 
retary of New England Life. Her most 
recent discovery, however, resulted in 
her appointment as an honorary police 
officer. 

Miss Burr located a man in Essex 
Junction, Vt., who had been “lost” 
since 1931 and sent him a check for 
$75 owed him on a lapsed policy. The 
policyholder turned out to be the po- 
lice chief of Essex Junction, and he 
was so grateful that he sent her a card 
making her an honorary member of 
his department. She isn’t sure whether 
she is listed on the town records as 
a policewoman or a policeman, since 
the card was addressed to Mr. R. Wini- 
fred Burr. 


Leading Managers Of Pilot Meet 

Seventeen district managers of Pilot 
Life attended a 2-day meeting at the 
home office. They qualified for four- 
star awards by meeting their overall 
agency objectives each quarter of 
1957. Each received a bronze plaque 
from President O. F. Stafford. 
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UNITED LIFE'S NEW 
RETURN OF PREMIUMS RIDER 


IS NOW AVAILABLE WITH 
Pe feje)aq7. | 
UNITED LIFE ) 
aoe) Bf od | 





© either RP20 (20-year Plan) or RP65 (Plan to Age 65) 
© with either rider on a basic policy, all premiums paid 
PLUS full face value of policy will be paid in event 

of death ; 

Get full details now! UNITED LIFE 
AND ACCIDENT 
INSURANCE CO. 


CONCORD, 
NEW HAMPSHIRE 


ESTABLISHED 
1913 





Write H. V. Staehle, Jr., C.L.U., Field Management 
Vice-Pres., United Life, 5 White Street, Concord, N.H. 


STATES SERVED: Cal., Conn., Del., D.C., Me., Md., 
Mass., *Mich., N.H., N.J., N.C., *Ohio, *Pa., R.I., 
S.C., Vt., Va. 


*General Agency opportunities available 
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talization, 
Life, Disability income of $10 per month per 
$1,000.00, low cost Term insurance, Substand- 
ard to 500% 
of our up-to-the-minute attractions. Grow with 
us! 


Midiand National 


INSURANCE 


Guaranteed Renewable A & S and hospi- 
Family Group, low cost Whole 


mortality. These are just a few 


COMPANY 


Watertown, South Dakota 





















“PieceS> 
—a treasure-chest of sales 
illustrations for the life 
insurance salesman who is in 
step with the industry-wide , 
trend toward 
single needs selling. 








Dramatic illustrations for 


J Career C Mortgage 
women cancellation 

0 Wife C) College 
insurance: education 

OD Retirement (J Youth 

C1 Juvenile insurance 
Estate OC Family Plan 
Builder 





To: 

Charles H. Kiefer, Vice-President, Sales 

Mutual Trust Life Insurance Company 

135 S. LaSalle St., Chicago, Ill. 

O Yes, ! would like to see Mutual Life's 
versatile ‘Pieces of Eight'’. 


oO ae show me the complete selling 
it. 


e 
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Know Your Competition Strategy 


The New York City Life Underwrit- 
ers Assn.’s educational session on mu- 
tual funds as competitors of life in- 
surance was such an outstanding suc- 
cess that it suggests the extension of 
the idea to other important aspirants 
for consumer dollars that might better 
go into life insurance. 

In fact, Vice-president Donald F. 
Barnes of Institute of Life Insurance, 
in his introductory remarks as moder- 
ator of the panel emphasized the im- 
portance of each type of consumer 
marketing industry knowing what 
other types of marketers are up to. 
This awareness, he said, will be even 
more essential in 1958 than in the past. 

Mr, Barnes mentioned automobiles 
and major appliances as important 
competitors for the public’s dollar. 
Perhaps life agents would be helped 
in their sales strategy by knowing 
something about these two industries 
as well as the way in which mutual 
funds operate. Because one of the 
things that was brought out at the 
New York meeting was that mutual 
funds are necessarily limited in the 
range of prospects they can expect to 
sell. The competition of automobiles, 
appliances, and _ other possessions, 
however, covers fully as broad a spec- 
trum as life insurance. 

It’s certainly helpful to the life 
agent to be able to know enough about 
mutual funds to advise clients when 
they seem to be in danger of putting 
an unwise amount of money into such 
channels. Wouldn’t it be equally help- 
ful, or more so, to know enough about 
the strategy of the automobile indus- 
try to help prospects and clients do 
their automobile buying and maintain- 
ing as wisely as possible, to the end 
that they might have more money for 
life insurance and other forms of 
thrift? 

It would be a fascinating story, and 
one that the public has little chance 
of getting from its usual sources of 
information. Magazines, radio, and TV 
are in general mindful of actual or 
possible automobile advertising. They 
are unlikely to tell the public anything 
very enlightening about how the auto- 
mobile industry has managed to get 
it to spend such a fantastically huge 
share of its income for automotive 
transportation. 

Perhaps, if the public could under- 
stand the strategy by which it is made 
to believe it is “sound economy” to 
buy a new car every couple of years, 
it might buy more sensibly, and have 
more money left for more important 
expenditures and _ savings. People 
would probably be shocked to learn 
how much life insurance they could 
buy with the difference between a 
typical car-owning pattern and a rea- 
soned, sensible one. 

Probably the reason so little has 
been done in this direction is that mu- 
tual funds seem like a direct competi- 
tor but the automobile buying pattern 
is so widely accepted that even life 


insurance men whose sales are hurt 
by it tend to accept it as an inevitable 
part of present-day life. 

The New York City association’s 
meeting is all the evidence that anyone 
needs to prove that alert agents are 
interested in what their competition is 
doing. We hope it will stimulate the 
holding of similar sessions in other 
cities—not only on mutual funds but 
on the other industries that are com- 
peting, all too successfully, for money 
that should be going into life insur- 
ance instead of what are, by compari- 
son, frivolities—R.B.M. 


PERSONALS 


The condition of Almore H. Teschke, 
vice-president and general counsel of 
United of Chicago, is improving after 
he was stricken by a heart attack. He 
fis recuperating in Evanston (IIl.) 
hospital. 








Frank O. Watt, group supervisor of 
Washington National and president of 
Chicago A&H Assn., is honeymooning 
after his marriage to the former Miss 
Lois Wencel. 


Chairman Devereux C. Josephs of 
New York Life has been named “busi- 
ness man of the year” for 1958 by the 
Saturday Review magazine for his 
service as chairman of President Ki- 
senhower’s committee on education 
beyond the high school and for his 
“general contribution to public respect 
for the educated man in an era of dis- 
turbing anti-intellectualism.” Last 
year Neil McElroy, at that time head 
of Procter & Gamble, now Secretary 
of Defense, was cited. 


Richard B. Evans, president of Co- 
lonial Life, recently left for Puerto 
Rico where he will visit the branch 
office in San Juan. He also will attend 
a meeting of the trustees of Inter- 
American university of Puerto Rico 
at San German. He was elected a 
trustee last year. 


John G. Jewett, vice-president of 
Prudential, has been named to a na- 
tional committee which acts as a policy 
making body for the government’s 
voluntary home mortgage credit pro- 


DEATHS 


OSCAR E. ALESHIRE, 96, co-foun- 
der and partner of Parker, Aleshire 
agency at Chicago in 1901 and presi- 
dent of Modern Woodmen from 1938 to 
1944, died in the hospital at Helena, 
Mont., recently having suffered a 
broken hip. He had made his home at 
Helena since his retirement from Mod- 
ern Woodmen. He retired as a partner 
in the Parker, Aleshire agency in 1937. 
Entering the insurance business as a 
broker in 1891, Mr. Aleshire was very 
prominent in insurance affairs and at 
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one time was president of the Chicag, 





nuary 


soard. f columbus 
Betore 1891 he had been Publisne};; 1950, w! 
of a newspaper in Buchanan, Mich, Herman ( 


and was a member of tna: Slate 


legislature, representing Berrien coy, 
ty. Mr. Aleshire, who onserved nis ygy 
birthday in November last year, had 
recently been presented with a chegj 
representing the maturity value of iy 
ordinary lite insurance with © idelity 
Lite Association of Fulton, IL. 

One son, Donald W., is a principy 
of the Parker, Aleshire agency. Meriiy 
C. Aleshire, another son, was also ; 
partner in the agency until the time 
his death in 1952. 





CHARLES WADSWORTH, 280, ge. 
eral agent tor mquitaple Society 
Chicago, died there in Presbyteng 
hospital. With the company tor % 
years, Mr. Wadsworth had been a gq 
operator for Equitable for many year, 
He was one of the oldest active mem. 
bers ot Cnicago Assn. of Life Undg. 
writers, having joined that group » 
1911, 


HENRY G. JOHNSON, 67, % 
sistant agency director and _assistay; 
secretary of Central Standard Life 
died in his home of a heart attack, 
the insurance business 42 years, he 
started with the old Illinois Life, whic, 
became defunct during the 30s, 
subsequently went with Illinois Bank. 
ers Life at Monmouth, IIL, as assistant 
agency director and assistant secre. 
tary, and when that company wa 
merged with Central Standard Life in 
1951 he assumed a like post there. 


HOLT MASSEY, 71, executive vice. 
chairman of Amicable Life, died. He 
joined the company in 1913 as a clerk 
in the renewal department, later be. 
coming cashier and secretary. Mr, 
Massey was elected president in 1946 
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J. E. LARSEN, assistant vice-pres- | 
ident of Pioneer Mutual Life of Fargo, 
died of a heart attack, - 


FRANK J. DAWSON, 85, founder 
of the Dawson agency of Columbus, 0, 
died. 


EDWARD W. JUNG, 90, retired 
Cincinnati general agent of Equitable | 
Society, died there. He began his career 
in 1896 with Equitable Society and 
was a member of the former Marfield 
general agency in Cincinnati until he 
retired from full-time activity in 1941. 


MRS. AUGUSTA M. HILL, 54, wife 
of Herbert R. Hill, district manager of 
Life of Virginia at Richmond, died of 
a cerebral hemorrhage in Richmond. 
Mr. Hill is past president of Life Un- 
derwriter Training Council, a former 
trustee of National Assn. of Life Un- 
derwriters, and now is chairman of the 
NALU. nominating committee. 


HERMAN P. JEFFERS, 81, pioneer 
field representative of Midland Mu- 
tual Life and one of the builders of 
the company’s oldest and_ largest 
general agency, died at his home if 
Worthington, O. He joined Midland 
Mutual in 1906, three months after the 
company opened its doors. In 1909 he 
formed a partnership with Edward P. 
Tice Sr. to operate the Columbus 
agency. The partnership existed until 
the death of Mr. Tice in 1943. At that 
time, it was said to be the oldest 
insurance partnership in the nation. 
Mr. Jeffers continued as head of the 
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sfColumbus agency until his retirement 
| Publisnes in 1950, when the present general agent, 
lan, Merman O. Tice, assumed charge. Mr. 
Nat state Jeffers served aS a member of the 
TIEN coup executive committee and board of 
Pd MIS Yhfiystees of National Assn. of Life 
Year, hadi ynderwriters. 
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Pan-American, Dies 


NEW ORLEANS—Dr. Edward G. 
.| Simmons, 81, executive vice-president 
‘}and a director and founder of Pan- 
American Li fe, 
died at New Or- 
leans. 

Dr. Simmons en- 
tered. life insur- 
ance in 1905, rep- 
resenting State 
Life of Indiana in 
Denver. He moved 
to New Orleans as 
supervisor of 
agents for Louisi- 
ana National Life, 
moved to Houston 
where he partici- 
pated in the organization of Great 
Southern Life, then went to Waco as 
fiscal agent for Southern Union Life 












E. G. Simmons 


assistant : : : 
t secre} when it was in the course of organiza- 
ny was} tion. 


In 1911 he returned to New Orleans, 








STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S, LaSalle S., Chicago, Jan. 14, 1958 






























Current 
Bid Asked 
Aetna Life 185 189 
Beneficial Standard  .......... 14 15 
Business Men’s Assurance ........... 60 62 
Cal.-Western States ............... 79 81 
Columbian National ..... 66 70 
Commonwealth Life ..... 17% 181 
Connecticut General ..... 240 244 
Continental Assurance . 110 114 
Franklin Life ................ 57 59 
Great Southern Life «0.0... 63 Bid 
Gulf Life 22 23 
Jefferson Standard»... 74 76 
Kansas City Life ........... 1050 1070 
Liberty National Life . 2812 30 
Life & Casualty ............ 1642 17% 
Life of Virginia ............. 984 101 
Lincoln National Life 178 182 
National L. & A. ........... 9612 99% 
North American, Ill. . 172 184% 
N. W. National Life ... 73 77 
Ohio State Life ........... 250 260 
Old Line Life ............... 41 45 
Republic Natl. Life ... 35 37 
Souhland Life ............. 68 72 
Southwestern Life ........eeeee 94 97 
Travelers 74% 76 
United, Il. 1912 20% 
U. S. Life 261 2742 
West Coast Life ........... 4012 42 
Wisconsin National Lif 62 66 





Flu Bug Lives Up To 


Notices, Survey Shows 


The much publicized flu bug has 
lived up to all of its advance notices 
according to a recent survey made by 
Mutual Benefit H.&A. and United Ben- 
efit Life. 

Donald J. Schonberg, vice-president 
and chief statistician, revealed that 
the incidence of influenza claims dur- 
ing September, October and November 
of 1957 were more than three times 
greater than for the same _ three 
months of 1956. Mr. Schonberg said: 
“Our figures show that the average 
benefit paid per claim for the cases 
of the Asian flu is nearly $90 as com- 
pared to the average of about $50 for 
the domestic variety. From these fig- 
ures, we must assume that attacks by 
the Asian flu require a longer period 
of convalescence with additional treat- 
ment and medication.” 


Relative to reported claims, Mr. 
Schonberg revealed that “only 5 to 
7% of all of the influenza claims were 
specifically diagnosed as being of the 
Asian variety during the above men- 
tioned period.” He emphasized that 
the severity of the flu could not be 
overlooked as health experts predicted 
another outbreak in February of this 
year equal to or even surpassing the 
epidemic that has just recently passed. 


Charles L. Kopp, associate counsel 
of Pacific Mutual Life, spoke on “Es- 
tate and Gift Tax Problems Incident 
to Transfers of Life Insurance” at the 
January meeting of Los Angeles Life 
Insurance & Trust Council. 





| Life in ‘ 
ere, where he helped found Pan-American 
Life) becoming vice-president and 
Ve Vice.) agency manager and a director. He 
lied, He became vice-president and general 
a clerk} Manager in 1920 and executive vice- 
ter be. | President in 1935. 
‘y. Mr Dr. Simmons was elected president 
in 194 of American Life Convention in 1918 
1ed ex. and served on the ALC executive com- 
mittee for eight years, a longer period 
than any other person who has served 
e-pres- 0 the committee. He was directly 
. Fargo, | responsible for the founding of the 
‘! American Service Bureau as an af- 
filiate of ALC. He also served for two 
years on the executive committee of 
‘Ounder’ the Life Agency Officers Assn., now 
bus, 0, part of LIAMA. In 1923 and 1924 he 
lectured in the Carnegie Institute 
school of life insurance salesmanship, 
retired his subject being ethics. He was a 
uitable} member of the advisory boards of 
carer Whitney National Bank of New 
y and Orleans and National Surety Corp. 
arfield Dr. Simmons had just returned from 
atil he | Pan-American’s convention at Holly- 
1941. | wood Beach, Fla. where he was 
| honored by the field organization. 
L, wife A grandson, Fischer Simmons Jr., 
ger of, is general agent of Pan-American in 
‘ied off New Orleans. 
mond, 
e Un- CLINTON H. BAKER, 58, assistant 
ormer? Chief examiner of the New Jersey 
e Un-| department, died of a heart ailment 
of the) @t Overlook hospital in Summit, N. J. 
He had been with the department for 
31 years. ri? 
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Purchase, Re-Insurance 
and/or Merger of Life, Fire and 
Casualty Insurance Company's 
negotiated in confidence through 
the facilities of this 31 year 
old organization. 
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Low Stock Prices Due To 


AGNATIONAL UNDERWRITER 


Marketing Success 


(CONTINUED FROM PAGE 2) 


ce 


be brought out and sold at from five 
to 10 times par. By this procedure these 
newer companies have been able to 
bring in the money needed to pay for 
the new business being written. Now it 
is found that this is no longer possible 
except with difficulty, and the sale of 
any issue of stock now takes much 
more time than it did even six months 
ago. 

The older stock companies have no 
such problem. They have a large vol- 
ume of business on the books and so 
because of their heavy renewal in- 
come are able to write just about as 
much business as they care to without 
having their surpluses affected ad- 
versely. On the contrary, too large a 


volume brings numerous headaches to 
the new company. When business is 
written too freely the surplus melts 
down rapidly. So long as it was always 
possible to replenish surplus by the 
sale of additional stock, it was not 
necessary for these companies to put 
a brake on new business. Now, many 
new companies must decide that if 
they cannot sell more stock they must 
curtail the amount of new business 
written, and this will be a bitter pill 
for most of them to swallow. 

It has been too easy for most of 
them to grow rapidly, unaccompanied 
by financial problems. This is not 
the normal course. Everyone with 
long experience in the business knows 
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to make payment in advance. 


Rates—-$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Beadline 5 P. M. Friday in Chicago office—175 W. Jackson Bivd. Individuals placing ads are requested 
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The National Underwriter Co., 175 


GROUP ACTUARY or ACTUARIAL STUDENT 


Opportunity for ambitious, capable young man with Group Actuarial 
experience to aid in increasing effectiveness of Group Actuarial De- 
partment. Well-established, rapidly expanding Life and A&H Com- 
pany located in north central states has need for man who will 
complete examinations and progress rapidly to high management in 
Group Actuarial field. Replies confidential. Write to: Box Y-61, c/o 


W. Jackson Blvd., Chicago 4, Ill. 








2. Married, between ages 28-40; 


ing or other professional education). 


W. Jackson Blvd., Chicago 4, Ill. 


AGENCY MANAGER 


One of the nation's oldest and largest life insurance companies has openings in 
several major cities throughout the United States for men who are qualified to 
assume the position of Agency Manager in an established agency. We are inter- 
ested in building large agencies. The requirements are: 

1. Successful experience in agency field management; 


3. College education (or, evidence of its equivalent in the form of CLU Train- 


The position carries with it a substantial starting salary, depending upon qualifica- 
tions. Supervisory assistance is provided at Company expense. In addition, there 
is an expense account and exceptional pension and group insurance benefits. All 
of our Field Management personnel know of this ad. For a personal interview, 
write, giving full particulars to Box Y-65, c/o The National Underwriter Co., 175/ 








Underwriting. 


climate. Salary open. 


been advised of this ad.) 


175 W. Jackson Blvd., Chicago 4, Ill. 


HOME OFFICE UNDERWRITER 
SENIOR & JUNIOR POSITIONS OPEN 


QUALIFICATIONS: Ages: to 45. At least 5 years experience in Ordinary 


COMPANY: Over 4 billion in force. Recent promotions make these two desir- 
able openings available. Group benefits. Pension Plan. Five day week. Mild 


IN APPLYING: Give pertinent facts in first letter as to age, education, expe- 
rience, present salary. All replies strictly confidential. (Our personnel have 


BOX Y-62 c/o The National Underwriter Co. 








MANAGEMENT OPPORTUNITY 
IN OHIO 


Progressive Mid-Western Company writing 
individual Life, Accident and Sickness of- 
fers an excellent opportunity in field man- 
agement. Attractive salary and produc- 
tion bonus. Write giving age, education, 
experience and salary expected. Replies 
confidential. Box Y-47, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











ATTRACTIVE OPENING IN 
SAN FRANCISCO 
for life sales management 
Assistant Manager for large oldline New England 
Company. Must be able to recruit and train. 
Position offers excellent earning potential to man 
selected. Rapid growth has created this new po- 
sition. All replies strictly confidential. Address 
Box Y-70, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 





that building a new life insurance 
company is no small job. There are 
many difficulties and problems to be 
solved. Permanent agency organization 
comes slowly with most new compa- 
nies. Many of the good producers they 
develop are lured away by the older 
and stronger companies. It takes a 
period of many years to season the 
new life company, to achieve a nor- 
mal lapse ratio, to establish general 
agencies, to enter new territory, to 
assemble a competent home office 
staff, and to learn through experience 
what to do and what not to do. 


For most of the new companies, 
this has all been too easy. They have 
been brought into being during the 
most prosperous boom years in the 
history of the United States. They 
have seemingly not been plagued by 
the problems that have confronted 
new companies in the past. But now 
that the easy money is fading away 
and sales of stock in new, inexper- 
ienced life companies are hard to 
make, some of the smaller new com- 
panies that have been living in a state 
of artificial prosperity and have felt 
that everything was going to be rosy 
and favorable for them because of 
what appeared to be permanently 
easy money, are going to have to work 
harder, grow more slowly, and take 
their problems very much more ser- 
iously. 


Hancock Introduces New 


Decreasing Term Policy 


John Hancock has introduced a new 
decreasing term policy in the select 
ordinary class, which provides insur- 
ance for 10, 15, 20 or 25 years, with 
the coverage decreasing annually over 
the term period. 

Premiums are payable during the 
entire period of coverage. While the 
policy is designed to cover the unpaid 
balance of a direct reduction mort- 
gage, it may be used for other pur- 
poses where a decreasing amount of 
insurance is indicated. Available to 
both standard male and female lives, 
the minimum issue is $5,000. It may 
be written on a non-medical basis 
subject to regular non-medical rules. 

The policy also contains a conver- 
sion privilege permitting a current 
date exchange to a select ordinary 
limited payment life or endowment 
policy for not more than 75% of the 
coverage applicable under the de- 
creasing term policy on the date of 
exchange. This exchange may be 
made not later than the policy anni- 
versary which is three years prior to 
the date of expiry and not later than 
the policy anniversary nearest to the 
60th birthday of insured. 

The disability waiver of premiums 
provision may be added but the dis- 
ability monthly income, double in- 
demnity, family income and_ level 
term provisions will not be available. 
a a values will be pro- 
vided. 


Springfield (Ill.) Agents Assn. 
Donates Books To Lincoln Library 


Springfield (Ill.) Life Underwriters 
Assn., recently made its.annual pres- 
entation of insurance books to the 
Lincoln Library. Participating in the 
presentation were: Edward F. Kunz- 
weiler, president; Paul A. Wilson and 
Donald B. Bales, co-chairmen, educa- 
tional committee. 








PROFITS FOR LIFE AGENCIES 
Large income is enjoyed by many progressive 
Insurance Agencies from the sale of Mutual Fund 
Shares. Investigate a challenging opportunity 
with great possibilities in the Investment Fund 
field which has unusual appeal to insurance 
men. Write INVESTMENT FUND, Box Y-66, c/o 
The National Underwriter Company, 175 W. 








Jackson Blvd., Chicago 4, Illinois. 
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Give Details Of Tax Life / 
Proposals From ALC-LI4 
(CONTINUED FROM PAGE 2) 
exceptions to the transfer for valye} ° i 
rule, primarily in recognition of the Oster 
need for life insurance in partnership} tti 
and small corporation buy-and.-sej is 8¢ 
agreements, the associations  saiq from P 
They asked that the code be amendg es 
to include transactions involving only 
transfer of policies to other share.| ‘MS OW 
holders. = 
An amendment to the tax code dea]. The 
ing with attribution to an estate oj — 
ownership of stock owned by a bene. — 
ficiary of the estate under a buy ang} & ™US 
sell agreement was urged. Recogniz. ping 
ing that the attribution rules of the} °° * 
code are intended to guard agains ee 
subterfuge in channeling the profits pone 
of a corporation to majority stockhold. | 4 one 
ers, the associations stated that the Te 
rules should not apply where the par. of 
ties have removed, by previous agree. — 
ment, any power in themselves to ef. | What : 
fect such a subterfuge. market 
¢ are ~ 
“For this reason, we recommend pot 
that the attribution rules of section | jomobi 
318 be made specifically inapplicable them 
to a complete redemption of the stock | ould 
of a decreased stockholder pursuant | ance a; 
to a contract providing for such conm- 
plete redemption to which the stock- 
holder and the corporation are par. In t 
ties, and that careful consideration | purr ai 
be given to the whole subject of attri- | ist, Ha 
bution of ownership of stock in cases } preside 
involving buy and sell agreements,” | and Gr 
the memorandum stated. sule e 
The House committee was also | fynds 
asked by ALC and LIA to permit | oontroy 
qualification for tax purposes of prof- Mr. 
it-sharing plans in which the contri- | jesults 
butions are determined entirely by a } ation c 
definite formula applicable to current | 4) Ass 
profits and are applied to provide non- | tional 
discriminatory benefits. In addition, | to oy 
the committee was asked to support | might 
legislation opening the way for group | to the 
annuity profit-sharing plans without | genera 
the intervention of a trust. | at Nev 
commi 
Two other tax matters involving life  implen 
insurance discussed in the memoran- The b 
dum were the discrimination in the putes] 
valuation of life insurance and an- said. 
nuity contracts for estate and gift | Mr. 
purposes and an amendment to spell “inves 
out the qualification of annuity plans | vestm« 
of life insurance companies. fund t 
The memorandum did not cover the “trade 
question of federal taxation of life in- , ket.” | 
surance companies because this mat- ment, 
ter is not to be explored in the present | 4 peri 
ways and means committee hearings. | ment 
Also excluded from the present hear- | only a 
ings are subjects included in the tech. | been | 
nical amendments bill introduced dur- | Tisks ¢ 
ing the last session of Congress, in- } Finall; 
cluding the limited premium payment | ‘isk. 
test. 
a “So 
6s profes 
U. S. Life Offers Cash sified 
Value Benefit Rider ps 
United States Life has introduced a | With 
participating term rider called the } $100,0 
cash value benefit rider. Designed | not n 
specifically for use with the partici- | econor 
pating cash value accelerator, the neW | giym 
rider provides increasing term insur- “Cey 
ance to age 65 or for 10 years, which- on + 
ever is greater. The combination pays 0 
the face amount and the cash value of | 2PPro} 
the base policy plus the cash value of | People 
the rider. the de 
The rider may be used with the cash | vest i 
value accelerator in combination with | life in. 
both level and reducing-term riders. © jteg 7 
It also may be converted to partici- | ynive, 
pating life or endowment policies as | “We 


late as age 60. 
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(C-LIA 
= 1 fund shares, was stated 
for value oe.  Beres 
n of the Marketing in 1958,” he pointed out, 
rtnership «jg getting to be considerably different 
y~and.sel] from past years. The marketer—the 
Ns said salesman—has got to know more. Not 
amended only has he got to know more about 
_— his own product but also about this 
* i with which he competes. 
ode d “The automobile dealer must un- 
. derstand why people want new re- 
estate of frigerators. The major appliance deal- 
Po bene. er must try to realize why people are 
sect ~ willing to spend their disposable in- 
st of come for life insurance. And the life 
” again, | insurance agent must comprehend the 
. <a fascination that mutual funds have for 
ockhallt - segment of his buying pub- 
es the | “we all have a vague idea about 
3 aaa mutual funds. But do we really know 
as to = what they are? All people engaged in 
"| marketing today should, because they 
are today an increasingly important 
part of the marketing scheme—and of 
ommend f oyery marketer’s competition. The au- 
- Section | tomobile dealer had better know about 
plicable them, the major appliance salesman 
he stock | would be wise to, and the life insur- 
>ursuant F ance agent must.” 
ch com- 
e stock- bs 
are par. In their formal presentations, Mr. 
deration | purr and the other mutual fund panel- 
of attri- | ist, Harold F. Schreder, executive vice- 
In Cases f president of Distributors Group Inc. 
-ments,” | and Group Securities Inc., gave a cap- 
sule educational course on mutual 
as also | funds and steered clear of anything 
permit | controversial. 
of prof- Mr. Burr mentioned the excellent 
contri- | results flowing from the joint declar- 
ly by a | ation of principles adopted by Nation- 
current | aj Assn. of Life Underwriters and Na- 
de non- | tional Assn. of Investment Companies 
ddition, | t9 cover competitive conflicts that 
Support | might arise. He paid particular tribute 
r group | to the work of Benjamin D. Salinger, 
without | general agent of Mutual Benefit Life 
' at New York, who is chairman of the 
committee representing NALU in the 
ing life implementing of the joint statement. 
moran- The batting average in settling dis- 
in the putes has been close to 1.000, Mr. Burr 
1d an- | Said. 
id gift Mr. Burr emphasized that the word 
o spell | “investment” in connection with in- 
y plans | vestment companies of the mutual 
fund type does not mean “gamble,” or 
yer the “trade,” or “taking a flyer in the mar- 
life in- , ket.” It implies a long-term commit- 
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resent © 
arings. 
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d dur- 
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yment 
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ment, not six weeks or six months but 
a period of years. It means a commit- 
ment to corporate securities made 
only after every reasonable effort has 
been made to eliminate unnecessary 
risks and reduce the inevitable risks. 
— it means diversification of 
TISK. 


“So what we offer,” he said, “is a 
professionally managed, widely diver- 
sified investment in the securities of 
business and industry. The investor of 
moderate means—the man or woman 
with anything less than $50,000 to 
$100,000 of investment capital—can- 
not normally acquire such _ services 
economically through any other me- 
dium than the investment company. 

“Certainly I would be the last per- 
son to suggest that a mutual fund is 
appropriate as a thrift medium for all 
People. Many do not have the means, 
the desire, or the temperament to in- 
vest in equities. In comparison with 


| life insurance, our market is quite lim- 
Hl ited. The need for our service is not so 
> Univeryal. 


“We do not offer a satisfactory sub- 
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Lite Agents, Mutual Fund Men Needle Each Other 
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stitute for the savings account or gov- 
ernment bond as a place to keep re- 
serve money that a family might need 
immediately to meet some financial 
emergency. And we do not offer a sub- 
stitute for the values a family can 
achieve only through life insurance. 

“But we do offer a most satisfactory 
and economical medium for meeting 
the third step in family financial 
planning: long-term equity invest- 
ment in the growth and profits—and, 
yes, the risks—of business and indus- 
try. 

“Our customer, if he’s thoughtful, is 
aman or woman who has worked out 
a fairly comprehensive program. 

“He has an emergency cash fund. 

“He has life insurance which he 
considers adequate in the light of his 
responsibilities. 

“He has faith in the long-term prog- 
ress and prosperity of American busi- 
ness and wants to share in its profits. 

“He recognizes the need for profes- 
sional investment management and 
the wisdom of diversification.” 


Mr. Burr said there is increasing 
evidence that life agents and securi- 
ties dealers are working together, of- 
ten with trust officers, attorneys and 
accountants, to plan for their clients 
estates that incorporate the best that 
each of these specialists has to offer. 

“This is sound, I believe, and ob- 
viously preferable to a situation in 
which each adviser works independ- 
ently, in a vacuum of knowledge as to 
the total assets picture of his client,” 
he said. “This cooperative approach 
among advisers not only eliminates 
competitive misunderstandings but is 
thoroughly consistent with the widely 
publicized joint statement of prin- 
ciples adopted by the National Assn. of 
Investment Companies and the Na- 
tional Assn. of Life Underwriters in 
1954.” 

Mr. Schreder dealt mainly with the 
mutual fund’s technical aspects, em- 
phasizing that there are some 150 
funds, each having a different set of 
aims and a different investment pat- 
tern. He pointed out that what a fund 
invests in is dictated by the empha- 
sis that gives to each of three mutually 
antagonistic factors: rate of income, 
stability of principal, and growth of 
principal.” 


David B. Fluegelman, general agent 
at New York for Connecticut Mutual 
and a past president of NALU, took 
issue with Mr. Burr’s definition of 
“investment,” as used in connection 
with mutual funds. An equity invest- 
ment, he said, should not be called an 
“investment in securities” but a “spec- 
ulation in equities.” 

Mr. Fluegelman also was emphatic 
about not wanting life agents to sell 
mutual funds as well. He won’t permit 
any of his agents to do it. He said also 
that he wished “the mutual fund boys 
would stop tying mutual fund shares 
up with group insurance.” The impli- 
cation, he said, is that “the mutual 
fund shares will bring you out with 
enough at the end of the line” to make 
up for the amount the group insur- 
ance has decreased but this is not nec- 
essarily so. It may, but it also may be 
twice or three times as much—or may 
be half as much, he pointed out. 

Another thing that annoys him, he 
said, is all the talk about how well 
mutual funds have done in recent 
years and how much of it is due to 
good management. 


“But there’s no evidence of any 
management at all,” he declared. 
“After a recession, I’d like to hear 
about management. But in the last 10 
or 15 years you just had to buy av- 
erages and you couldn’t lose. 

In his presentation, Mr. Coyle said 
he had no quarrel with selling mutual 
fund shares to well insured buyers 
but that his quarrel is with not only 
unethical mutual fund salesmen but 
with unethical life insurance agents 
who are willing to destroy a life in- 
surance program for the sake of free- 
ing cash values and future premium 
payments to buy mutual fund shares. 

Mr. Coyle deplored the idea of using 
term plus mutual funds in place of 
permanent life insurance, saying that 
periods of deflation have lasted longer 
than periods of inflation and that 
when the policyholder reaches age 65 
it may well be during a deflation pe- 
riod, with the result that he finds him- 
self subject to the same worries and 
frustrations that he worked so hard to 
retire from. Mr. Coyle pointed out that 
it would be necessary to earn a 44% 
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tax free return on the outside fund to 
make the plan equal the return on a 
permanent form of life insurance. 

“If your buyer follows the prudent 
man theory, he’d invest 75% of his 
money in life insurance cash values 
and 25% in equities,” said Mr. Coyle. 

Most of the trouble that life agents 
have had with mutual funds comes 
from salesmen for the type of plan in 
which a specified number of dollars is 
paid in each month, said the speaker. 
He said only about 10% of the securi- 
ties people are in this type of activity 
but “God help us if 50% go into it.” 

At the conclusion of his formal talk, 
Mr. Burr quoted from a talk made 
some months ago on mutual funds 
and life insurance the statement that 
“Good fences make good neighbors.” 
In the question period he was asked 
if those good fences don’t tend to get 
knocked down by combining decreas- 
ing term insurance with the sale of 
mutual fund shares. He answered with 
a rhetorical question: ‘““Who went look- 
ing for* the insurance in the first 
place?” 


Nationwide Wins Big Round In Nw Natl. Battle 


(CONTINUED FROM PAGE 1) 


denied and Nationwide then carried 
its case into court at St. Paul which 
granted a writ of mandamus. 

Also affirmed by the high court was 
that part of the district court’s book- 
opening order which barred Nation- 
wide Corp. from disclosing names of 
Northwestern policyholders to sales 
forces of any of the several insurance 
companies in which Nationwide Corp. 
has an interest. This was one of the 
key reasons for Northwestern Nation- 
al’s refusal to supply names to the 
Ohio firm. It contended the list was 
privileged and confidential and to dis- 
close it would be detrimental to the 
company and its stock and policy- 
holders. On this point the high court 
said: 

“We can hardly assume that a 
stockholder owning well over half of 
the capital stock of the defendant, for 
which it has paid over $12 million, 
will deliberately set out to wreck that 
company.” 

Northwestern National also contend- 
ed that Nationwide Corp. was an un- 
registered investment company under 
the national investment company act 
of 1940 which provides that “no in- 
vestment company, unless registered 

. Shall control any company which 
is engaged in interstate commerce.” 
On this point the high court said: “An 
examination of the investment com- 
pany act fails to disclose any provi- 
sion prohibiting solicitation of proxies 
by an unregistered investment com- 
pany for the purpose of attempting to 
gain control of a company engaged in 
interstate commerce.” The court said 
the federal law is limited to control, 
not an attempt to gain control. 

“If at any time prior to gaining con- 
trol plaintiff registers under the act, 
there will be no violation,” the court 
held. 

Immediately after the supreme 
court decision was made public, Na- 
tionwide Corp. filed a new action in 
federal court at Minneapolis asking the 
court to bar members of the proxy 
committee of Northwestern National’s 
board of directors from voting proxy 
rights. 

The federal court upheld Nation- 
wide on this point and, on its own 
motion, postponed the date of North- 
western National’s annual meeting 
from Jan. 27 to Oct. 27. 

Nationwide Corp. is a holding com- 
pany owned by Nationwide Mutual, a 


large fire and casualty insurer. It 
holds controlling interest in Nation- 
wide Life, National Casualty, and 
Michigan Life. 

Northwestern National is both stock 
and mutual in its corporate structure. 
Assets are owned by the company as 
a whole, but for accounting purposes 
are allocated between the stock and 
mutual departments in accordance 
with the respective interests of those 
departments. Dividends to stockhold- 
ers are payable only from earnings ip 
the stock department. All earnings in 
the mutual department accrue to hold- 
ers of participating policies. Stock- 
holders are entitled to one vote for 
each share, ande ach participating pol- 
icyholder is entitled to one vote for 
each 1,000 of participating insurance 
he holds up to a maximum of 100 
votes. There are 220,000 shares of 
stock outstanding of which Nationwide 
Corp. owns 112,479. 
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In October, 1956, Great Southern 
Life of Houston surprised the life in- 
surance business by offering to buy 
Northwestern National at $103 a share. 
It was generally assumed the compa- 
nies would be merged. Northwestern 
National management, led by Presi- 
dent John Pillsbury Jr., refused the 
offer and there ensued a race to buy 
up Northwestern National stock. Great 
Southern put a Dec. 21 deadline on its 
offer, and when that date passed and 
control had not been obtained, it sold 
its interests to Nationwide Corp. which 
succeeded in gaining a majority of the 
stock but not a majority of the total 
votes of the corporation. At the di- 
rectors meeting the participating pol- 
icyholder votes carried the day for 
Northwestern National management 
and it was able to reelect its own 
slate. 

Prior to 1952, Northwestern Na- 
tional had never made a general so- 
licitation of proxies from its policy- 
holders. That year, as a result of ac- 
quisition of 25% or more of its stock 
by out-of-state stockholders, officers 
of the company started soliciting prox- 
ies from policyholders. 


Hear Collins At Milwaukee 

Stanley C. Collins of Metropolitan 
Life, past president of NALU, _spoke 
at the January luncheon meeting of 
the Milwaukee Assn. of Life Under- 
writers. 


























Will you “weather the winter” in good health? 


During the stormy, disagreeable winter months, colds, 
pneumonia and influenza may strike with increasing 
frequency. And this winter brings another variety of 
influenza—“‘Asian flu.” 


The symptoms of “Asian flu” are much like those of 
other “grippy” colds . . . fever, marked tiredness, and 
aching. Should these symptoms occur, call your doctor, 
go to bed . . . and stay there until he tells you that the 
likelihood of complications is over. Barring complica- 
tions, doctors recommend home care rather than 
hospital treatment. 


“Asian flu,” like a severe cold, can lead to pneu- 
monia. Medical science, however, has become increas- 
ingly skillful in treating pneumonia. Today, all but a 
very small proportion of pneumonia cases are saved. 
But treatment must be started promptly to bring 
pneumonia under control quickly. 


How you combat any respiratory disease depends a 


lot on your physical condition. While it is wise to 
maintain your general health in every way, it is equally 
wise to take preventive measures which may help guard 
against all respiratory infections. 


Keep away from crowds as much as you can. 
Guard against chilling and dress warmly. 

Avoid people who have respiratory disease. 

Cover your coughs and sneezes with paper tissues. 
Dispose of used tissues immediately. 

Wash your hands thoroughly before eating. 


Isolate any member of your family who has cold or 
flu-like symptoms. 


Your doctor may also advise vaccination against 
“Asian flu.” 


Be sure to stay in bed as long as your doctor recommends. 
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